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New Master Built Safe Deposit Boxes 


COSTING LITTLE MORE THAN USED 


STANDARDIZED SECTIONS 
NO SALES TRAVELING EXPENSE = 
MASS PRODUCTION METHODS 


0/ Saving 
0 to You 








































Advantages 


. Economy of cost 

. Quick additions as required 

. Standard lock always available 
. A size for any space available 


. Filler plates to line up present 
boxes 


. Immediate shipment 
. Guard keys matched 
. Satisfaction guaranteed 








Best Construction 


1. Yale Double Nose Locks 

2. Heavy reinforced bond boxes 

3. Quarter inch case plates 

4. Three-eighths inch vertical 
partitions 

5. Finish optional, to match pre- 
sent boxes 

6. Numbering optional, impressed 
or number plates 

7. Lift off solid bronze hinges 

. Half inch cold rolled doors 
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CASE SIZE 


: No Size : : cant Factor 
Unit Boxes| Boxes High | Wide | Deep | Weight | Gees” 


A 24 2x5'o | 8% | 33% 24 357 108.00 
























, B 24 | 3x5%4 | 12% | 3314 24 425 | 114.00 
c 24 | 4x5% | 16% | 33% 24 488 | 120.00 
D 24 5x5% | 29% | 33% 24 541__| 128.00 
E 12 5xll_ | 20% | 33% 24 462 100.00 
F 2 174x163 18 33% 24 274 75.00 
, 30 30 3x5 19% 27% 24 600 135.00 
52 50 2x5% | 21% | 27% 24 900 212.50 . 
53 50 | 3x5'4 | 31% | 27% | 24 | 1000 | 225.00 No. 100 — 
va es 4 
75 33 | oSeaz | 3736 | 27% | 24 | 1280 | 325.00 ae ” ry Boxes 
64 64 3x5'o_| 2514 | 4434 24 | 1500 | 288.00_ = ” my oo 5.00 
as | $f | 35312 | 27 | 4434 | 24 | 1700 | 374.00 Sx nares $445. 
; 100 100 SeeCut 5i% | 44% | 24 2000 | 445.00 Factory 
| THE NATIONAL SAFE AND LocK COMPANY 
' Established 1883—47 years ago New York Office Chicago Office - R.. Amashve Cine . 
if General Offices—2345 East 69th St. 388 Broadway Tower Bldg. aldwin & Burke Safe Co. 
i. Works — East 69th to 70th St. & Pennsylvania R. R. 6 N. Michigan Ave. 1429 S. Los Angeles St. 
' Sales Engineers Quickly Available In All Principal Cities 
| f 9 ae e e g 
' THE NATIONAL SAFE AND LOCK CO. "a This Book 
L | 2345 East 69th Street, Cleveland, Ohio 
| Please send mie your FREE book on National Bank Vault Doors and full infor- FREE 
mation on the subjects I have checked below. | If you are planning 
| CJ Daylight Robbery 0 Vault Linings 0 Grille Partitions ane chen mah 
| (0 Safe Deposit Boxes [jj Vault Systematizers [Chests 0 Vault Lockers | ment, this book, 
contains facts of 
| Ne aaa RE Cha Sis gine aie Hes eae wear a area bre SI Uk We eee ee Rar ie ee | etal imporeanes to 
you. ur 47 years 
| ne eae ee ee ae ee ree ee er ee ee ee Pn ace | of experience are 
at your service. 
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For Check Collection 
The Country Over 


By train and plane, in 
a good day’s work, this 
Bank has received and 
dispatched for collection 
258,392 checks drawn 


on out-of-town banks 


CONTINENTAL ILLINOIS 
BANK AND TRUST 
COMPANY 


CHICAGO 











Fits Every Banking Need 


Shaw-Walker manufactures, sells and installs modern systems, with 
the proper printed forms, indexing arrangements and housing equip- 
ment to completely and efficiently perfect the operating routine 
of any department in a bank or trust company, large or small. 














Commercial Bookkeeping 
Equipment—Desks—Trays—Cases 









These “Unit Plants” offer combined utility for handling 
all work of sorting, posting and filing checks. Shaw- 
Walker also furnishes form cards and systems for all 
commercial department needs. 





Shaw-Walker employs bank trained specialists who are 
eager to serve you, by analyzing your needs and recom- 
mending solutions to your operating problems. One of 
these men is probably in your city. Call him on your 
telephone or return the coupon. which we place below 
for your convenience. It will bring you desirable 
information and the name of our nearest representative. 








Vault Trucks for Tellers’ Use 


The use of trucks for every purpose adds 
greatly to the good service factor so necessary 
in the modern bank, besides minimizing 
chances of making costly errors. 


JE O8 OF OF OF 








Insulated Savings Ledger 
Desks 


With these there is no need for carrying 
trays back and forth from the vault, since 
all records in this desk are protected 24 
hours per day against fire and tampering. 
cee eae ie Ask us about the form cards which we 

| furnish for all savings department needs. 





THE SHAW-WALKER CO., 
Bank Dept., 
Muskegon, Mich. 
Gentlemen :—Please send us information on systems and equipment for 
modernizing the following departments of our bank: 
(Please write briefly below information desired.) 





Please give us the name of your nearest representative. 





Name of Bank 


NN IE COO ew : sini . . B.M.-1-20 


MUSKEGON, MICHIGAN 
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Freedom Of Competition 
And Lnitiative 


We feel that the fact that American banks have had in- 


dividual freedom of competitive action and initiative has 
been vital to the interests of this country and that a con-~ 
tinuation of our progress depends on the preservation of 
these two elements. 


American banking has firmly gone forward through all 
the decades and generations of banking mistake and 
failure, periods of disordered currency, cycles of boom, 


panic and depression. 


And this has occurred because our banking has been 
done by individual banks, locally owned and directed 


by responsible men who were free to make their decisions 
and accomplish their successes on a basis of intimate 
association with the activities of their communities and 
through knowledge of local conditions and the needs of 
the people. 


One of the thoughts expressed in a@ recent 
address by George W. Davison, President, 
Central Hanover Bank and Trust Company. 


CENTRAL HANOVER 
BANK AND TRUST COMPANY 
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Strangers’ Checks Never 
Cashed 


i has been a hard fast rule of this 
bank that no checks under any cir- 
cumstances be cashed for strangers, 
even though the checks be certified. 
Since this has been our policy, we, 
of course, have had very little ex- 
perience that we could relate. 

We do remember instances, how- 
ever, where some of the officers of 
the bank took personal responsibility 
for cashing checks for strangers who 
presented a very reasonable story, 
and who possessed strong personal- 
ities. Some of these cases, of course, 
were not disastrous. We do recall 
others, however, that were. 

We recently received on deposit 
for one of our customers a check 
from the U. S. Government, which 
was apparently endorsed by the 
party to whom the check was drawn. 
Shortly afterward the check was 
returned for proper endorsement, 
and our customer informed us that 
before cashing the check for his eus- 
tomer, the holder of the cheek had 
displayed army discharge papers, 
government service cards, and other 
things by way of identification. 

We have refused consistently to 
cash even government checks with 
identifications such as those men- 
tioned above. Our argument to the 
party presenting the check is that we 
are trying to protect his interest. 
We then explain that if the proper 
owner of the check should carry the 
check in the same billfold with his 
discharge papers and his government 
service tags, which they often do, it 
would be quite easy, should the said 
billfold be lost, for the wrong party 
to present the check and show dis- 
charge papers, and so on. 


If a stranger should present him- 
self to open an account at this bank, 
we would refuse to accept the ac- 
count unless the party could in some 
way identify himself, and we could 
receive knowledge from someone who 
has been associated with him as to 
his responsibility. 

It is our opinion that more money 
has been lost by banks through tak- 
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What Is The 
Best Policy For 
Cashing Checks? 


ing the accounts of strangers, than 
by cashing checks for strangers. 
While we have had no personal ex- 
perience in this respect, we do know 
of considerable amounts that have 
been lost through opening accounts 
that appeared for a time to be profit- 
able, only to find that when the con- 
fidence of the bank had been secured, 
a sizeable check was deposited and 
money withdrawn before the check 
had had time to be returned ‘‘no 
such account.’’ or ‘‘not sufficient 
funds.’’ 

We are happy that we have no 
personal experience along either of 
these lines to relate, but this is be- 
cause our policy has been quite 
strict for many years.—G. W. Reed, 
Cashier, National Marine Bank, 
Baltimore, Md. 


——~—— 


Tellers Cash Checks For 


Strangers 


TE LLERS eash_ checks for 

strangers in moderate amounts. 
if they are satisfied with the genera! 
appearance of the customer and of 
the check. 

Our situation as a busy downtown 
bank brings us many requests for ac- 
commodation and our loss is so 
small that we believe it is offset by 
the good-will we create.—Marshall 


A. Ryder, Assistant Treasurer, 
Arlington Trust Co., Lawrence, 
Mass. 

————_~—_>——_—— 


A Personal Responsibility 
of Officers 


I DO not think that checks should 

be cashed for strangers, under 
any circumstances. If, for a small 
amount, an officer chooses to make 
himself liable, there might be cireum- 
stances which justify, but this is a 
personal matter. 





THE BANKERS MONTHLY 


Round Table Of D 


iscussion 


[ do not think that the possibility 
of a stranger becoming a new de- 
positor should have any bearing on 
cashing a check—in fact, this argu- 
ment is often used as a bait. If a 
customer is the right kind of a pros- 
pect, he will be more likely to become 
a depositor of the bank that acts 
upon good business principles than 
one that might be induced to deviate 
therefrom.—W. R. Brewer, Presi- 
dent, The Liberty Trust Co., Cum- 
berland, Md. 


——_————_ 


Can Europe Pay With 
Ideas? 


K,CONOMISTS and international 

bankers have been telling us 
that transfer of war debt payments 
from Europe to America is almost 
an impossibility. They point out 
that international obligations can 
only be settled in goods, or gold. 
Some of them add services, while ad- 
mitting that these are more or less a 
form of goods. 

Apparently no one has yet sug- 
gested that a third possibility exists. 

During the past month, three in- 
teresting developments have come to 
our attention. A German company 
controlling a patented process which 
makes it possible for women to use 
ammonia more safely, and in larger 
quantities, for household purposes, 
has sold American rights for several 
hundred thousand dollars. A French 
concern with a patented method of 
displaying signs behind airplanes 
has done the same thing. An Eng- 
lish company is offering American 
rights to a patented process for 
photographie reproduction of signs 
and pictures on metal. 

All three of these idea sales would 
set up European credits in America, 
and not one of them ealls for the 
shipment of either goods or gold in 
our direction. 

It is noteworthy that during the 
century in which America was a 
debtor nation, our inventive genius 
was constantly active in selling ideas 
to Europe. Perhaps the next century 


will see the process reversed.— 
G. P. K. 
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EVERY BANKER SHOULD KNOW ... 


THESE T\WWO MACHINES 


EACH IS A PRODUCT OF THE 


Sy ror 


NATIONAL CASH REGISTER COMPANY 
EACH PRODUCES RESULTS 





THE NATIONAL ACCOUNTING MACHINE 


HERE are two distinct types of 

National Accounting Machines for 
banks. One handles the posting of sav- 
ings accounts. The other handles all 
other forms of bank accounting. 


Certain results are available with these 
machines that have never been possible 
before. Each represents a great forward 
step in the field of mecharical accounting. 


For posting commerciai accounts, writing 
transit letters, proving incoming checks, 
handling trust records, proving old and 
new balances, posting clearings and post- 
ing general ledger the National Account- 
ing Machine has outstanding advantages. 


The operator sees every amount as it is 
set up and when it is printed. Automatic 


NEVER BEFORE POSSIBLE 





THE NATIONAL POSTING MACHINE 


features speed up action. Standard key- 
boards and simplicity of operation make 
it unnecessary to put operators through 
long training. Lower costs and quicker 
reports are the results of using this 
machine on all forms of bank work. 


In posting savings deposits and, with- 
drawals the National Posting Machine 
provides a new and complete protection. 
It prints three records of a transaction 
at one operation . . . once on the passbook, 
once on the ledger card, once on a journal 
sheet. These and other features have 
made it the choice of hundreds of banks. 


Our representative in your city will be 
glad to explain both of these machines 
and tell you what they have accomplished 
in the banking field. 


THE NATIONAL CASH REGISTER COMPANY 


World’s Outstanding Producer of Accounting Machines and Cash Registers 
DAYTON, OHIO 
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4 BROOKMIRE 








_ 4 BANKS...and BUSINESS » 

















UT of the collapse in security prices has arisen a situ- 
ation filled with larger opportunity than at any time 


since 1921. Sound judgment will be rewarded in far larger 
measure than at any time for years. But, keen and searching 
analysis will be required to uncover the industrial and invest- 
ment situations of greatest merit. @ The Brookmire organ- 
ization is particularly qualified to serve and serve well at this 
time. It has studied the course of American business for 
more than 25 years. Its conclusions regarding security values 
are built around fundamental research. Its advice is founded 
only on basicinformation. It és such advice and only such advice 
that is of dependable value to banks and individuals. Q Through 
Brookmire Service, banks receive specific supervision of the 
investment of their reserve funds. They are provided, too, 


with a specialized source of counsel which they utilize in 
advising depositors. 


Information concerning Brookmire Service as it applies 
particularly to banks may be obtained by address- 
ing our Executive Department at 551 Fifth 
Avenue, New York, N. Y. 





BROOKMIRE ECONOMIC SERVICE 


NEW YORK BOSTON CHICAGO PHILADELPHIA PITTSBURGH CLEVELAND BUFFALO ROCHESTER DETROIT 
ST. LOUIS ATLANTA MINNEAPOLIS SAN FRANCISCO LOS ANGELES SEATTLE SPOKANE PORTLAND TORONTO 


ERIE MONTREAL MEMPHIS CINCINNATI NEWARK PROVIDENCE COLUMBUS 








THE LARGEST AND OLDEST ORGANIZATION, OF ITS CHARACTER IN THE UNITED STATES. 
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667F‘HE present market,’’ said Dr. 

Benjamin M. Anderson, Jr., 
Eeonomist of the Chase National 
Bank, ‘‘is selling ex new era.’’ He 
added that it is also selling ex butter- 
and egg-men, and ex pants-pressers. 

An internationally famous bank 
president, who heard him, made the 
following comment: ‘‘Yes, that’s 
what I’ve been saying all along. 
When men came into my office and 
told me that they were going to buy 
stocks, acquire competitors, reorgan- 
ize their business on the basis of the 
new era, I used to say, ‘all right, go 
ahead, but remember that if you get 
into difficulties, and want to borrow 
money from this bank, you will do it 
on the rules of the old era’.”’ 

Will Rogers said in his syndicated 
newspaper feature, ‘‘a lot of people 
are wondering where confidence has 
gone. Confidence hasn’t gone any- 
where. It is right where it was, but it 
has ‘got wise’ to a lot of people, and 
they are wondering where it has 
gone.”’ 


The Effect of the Market 


Crash 


To a man who spent the month of 
November in New York, Chicago, and 
Atlanta, the psychic reaction from 
banker and investment dealer con- 
tacts, was one which ealled for eon- 
stant attention to his own mentality. 
The feeling that the whole country 
had gone to the demnition bow-wows, 
and that he was going with it, had to 
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Exit “New Era”? 


Collected impressions of financial happenings in the 
last two months of 1929, and their meaning for 1930 


By R. E. PORTER 


be taken by the throat with both 
hands and held resolutely in the 
background while he went about his 
business. 

The curious note in the situation 
was the fact that in most cases the 
men who had lost heavily were mak- 
ing jokes about it, while the men who 
hadn’t lost a cent, and didn’t stand 
to lose a cent, were in almost suicidal 
frame of mind. Apparently the man 
who had been cleaned out had only 
his own troubles to think of, and was 
bravely getting over those, while the 
man, and particularly the bank man, 
who was “‘sitting pretty ’’ had to sym- 
pathize with one unhappy friend 
after another, day after day, until he 
felt like the elder J. P. Morgan when 
he said, ‘‘ Hopkins, throw this man 
out, he’s breaking my heart.’’ 

No one knows at this writing, and 
perhaps no one will ever know, just 
how widely the actual money loss 
was distributed, when a sum, esti- 
mated at the lowest at forty billion 
dollars, disappeared almost over 
night from the paper wealth of 
America. 

One banker told the present writer 
that in his opinion the losses were 
well concentrated in a very small 
percentage of the population. He 
went on to say that the prevalent 
opinion during 1928 and 1929 that 
Savings deposits were being with- 
drawn for stock speculation had 
never been reflected in his bank. 
Something that had been reflected, 
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he said, was the widespread confi- 
dence, after November 13, that stocks 
were on the bargain counter. Since 
then people have been withdrawing 
small and medium: sized sums for 
outright stock market purchases, 
something which this bank regarded 
as a very healthy sign. 


A New Type of Security 
Customer 

His experience in Chicago was 
duplicated in an interesting way by 
the experience of a former member 
of the New York Stock Exchange, 
who said that during the worst days 
of the crash he visited the offices of 
his former partners, expecting to 
find them busy snatching pistols 
from the hands of customers, or hold- 
ing customers by the coat-tails on 
window-sills. Nothing of the sort 
was the case. What the partners were 
doing, was pinch-hitting for the 
tellers, counting large quantities of 
small bills which had been brought 
in by an entirely new type of cus- 
tomer, a customer who had all the 
ear-marks of the savings depositor 
about him. 

A reflection of the same tendency 
was disclosed by A. C. Allyn & Co., 
when they tested the buying appetite 
of newspaper readers in eight cities, 
by inserting an advertisement offer- 
ing forty-one selected investments. 
This appeared once, at what should 
have been the most inopportune time 
for publishing it in the history of 





the United States, if it were true 
that the investing public had lost 
confidence in securities. The adver- 
tisement produced more inquiries 
than any other that A. C. Allyn & 
Co., had inserted in recent years, 

Trowbridge Callaway, president of 
the Investment Bankers Association 
of America, before the National 
Business Survey Conference, called 
by the Chamber of Commerce of the 
United States said: 

‘*The investment banking business 
in all sections of the country is in a 
process of readjustment. During the 
past year purchasers of securities 
created an abnormal demand for 
equities, with more regard for ap- 
preciation in value than for security 
or income return. Because of this 
situation new capital was found for 
industry in large amounts through 
the sale of common stock or of seeur- 
ities convertible into common stock. 
This broadened materially the equity 
base upon which corporation finance 
must stand and to that extent was 
beneficial. While the condition 
lasted, however, it was difficult to 
secure new capital on a fixed inter- 
est or preferred dividend basis. 
This condition now seems to be re- 
versed and the present demand is 
from investors who are giving more 
consideration to security and income 
than to market appreciation.’’ 

George B. Everitt, President, 
Montgomery Ward & Co., Chicago, 
sounded a pessimistic note when he 
gave it as his opinion that regardless 
of the stock market debacle, the coun- 
try was due for a buying recession in 
the last few months of 1929 and the 
first few months of 1930. Our vast 
system of consumer credits, and in- 
stallment sales, he thought, has pro- 
duced a condition where overstock- 
ing means undigested commodities in 
the hands of consumers, where it 
used to mean unsold commodities on 
the shelves of dealers. He gave it as 
his opinion that such a condition now 
exists, and that until people have 
paid for, or at least nearly paid for 
the nine billion dollars worth of 
goods now held on a ‘‘pay as you 
ride’’ basis, a widespread slackening 
of demand is inevitable. 


Large Construction Expenditures 
Are Promised 


Samuel Insull spoke on the other 
side of the question when he an- 
nounced that his utility interests will 
spend two hundred million dollars 
on permanent betterments during 
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A New Thought 
on Collateral 
Loans 


This suggestion for the 
guidance of banks on the 
subject of common stocks as 
collateral security for loans 
is made by a _ prominent 
investment authority. 

“Why,” he says, “does 
The Bankers Monthly not 
sponsor a movement for 
standard practices in ascer- 
taining the value, for loan 
purposes, of stock-market 
collateral?”’ Tentatively, he 
suggests: 

Let it be announced by 
Federal Reserve Boards, City 
Clearing Houses, County 
Clearing Houses, and indi- 
vidual banks, that common 
stock collateral will be con- 
sidered as having a bankable 
value, which may, or may 
not be the same as its market 
value. This bankable value 
will be arrived at by taking 
either the book value of the 
stock, plus 25 per cent, or 
ten times the average annual 
earnings, applied or appli- 
cable to dividends on the 
stock over the past five 
years—whichever is lower. 
Given the prime requisite of 
a satisfactorily broad and 
active market for the stock, 
the individual bank will then 
loan whatever proportion of 
a stock’s bankable value 
is deemed advisable so as 
to allow proper margin of 
security. 

There seems to be much 
pertinence and timeliness in 
this suggestion, and the edi- 
tors would be glad to hear 
from the bankers who agree, 
or disagree. 





1930. This sum represents an in- 
erease of about forty-seven million 
dollars over sums spent by the same 
interests in the same way during 
1929. 

George Reynolds, Chairman of the 
Executive Committee, Continental 
Illinois Bank & Trust Co., showed a 
large audience, in the early part of 
December, how much a keen sense 
of public relations has had to do with 
his present position and past achieve- 
ments in the banking world. 

In discussing the present and 
future of American business, before 
the Eeonomie Club of Chicago, Mr. 
Reynolds said, among other things, 
‘**T don’t wish to criticize, but I can- 
not help feeling that our leaders at 
Washington have been somewhat ill- 
advised in their attempt to restore 
publie confidence by announcing 
large and expert consultations at its 
bedside. It is a question in my mind 
if they are not talking too much. If 
I put a man in front of my bank to 
tell every passerby, ‘you mustn’t 
worry about this bank, it’s doing all 
right. It’s in wonderful condition, ’ 
I could work up a run in twenty- 
four hours.’’ 


“‘Consolidations Will Help 
Unmerged Banks” 


An Atlanta banker was emphatic 
on the new era subject. Asked how 
his bank would be affected by bank 
consolidations in his field, he said, 
‘*T think it will help us. I think our 
most profitable accounts are, 
and always have been, accounts of 
young and medium sized organiza- 
tions. We are big enough to take 
eare of all that sort of business in 
our field, and I believe we’ll appeal 
to that sort of business now that we 
are the only moderate sized bank it 
can come to. 

‘Frankly, I have never taken 
much stock in the statement that 
bank consolidations were the forced 
outeome of big business consolida- 
tions. In my opinion, bank consolida- 
tions and big business consolidations 
as well, were very often dictated and 
made possible by the speculative at- 
titude of existing and prospective 
stockholders, rather than by any real 
benefit likely to result from consoli- 
dation to the constituent organiza- 
tions, 

‘‘A fairly large bank can always 
get deposits from the big national 
business organizations, and can near- 
ly always make loans to them if it 


(Continued on page 54) 
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Tellers Control Bank Growth 


Public relations exetted by contact em- : 
ployees are more important than accuracy 


HERE is no one method which supplants all others for creating 
good will. Experience, however, has shown most bank executives 
that sympathetic and helpful personal contact is the basis of any 
system that makes the bank grow in the esteem of the community. 
The exchange of experiences such as those related here should 
be a help in developing the right personal contact in any bank. 


F any one were to ask you who is 

the most important personage in 
your bank, you would probably 
answer automatically, ‘‘The Presi- 
dent is.”’ But is he? 

From the standpoint of people 
coming into the bank, the tellers are 
the most important because they are 
the individuals patrons usually see 
first on entering the office, and witb 
whom people have most to do all 
through their banking affiliation. 

Consequently a bank’s progress 
depends in no small measure on its 
tellers—who must be not only ef- 
ficient in their work, but courteous 
and pleasing to customers. They 
must advertise the bank to 
every person who enters its 
doors and they must keep in 
touch with every department 
of the bank and the bank’s ad- 
vertising, that they may know 
how to direct people. 

This latter is important. One 
day an elderly woman entered 
a bank and asked about an in- 
vestment the bank had favored. 
The person whom she addressed 
at the window neither knew nor 
eared anything about it. His 
idea was to get rid of her and 
let someone else do the explain- 
ing, but he made no effort to 
find the right person for her. 
She went to the next window 
with no better luck, and by that 
time she had had enough ot 
that particular bank’s service 
for one day, and walked out. 


The biggest thing in business 
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By W. H. BURCH 


Manager, New Business Department, First National Bank, 


Fort Worth, Texas 


is human relations. Plants, equip- 
ment and assets are merely the frame- 
work, the skeleton. Human relations 
supply the flesh and life-blood. 


Humanization Begets Usefulness 


The corporation, therefore, that 
registers the soundest and most en- 
during success in the fullest sense of 
the word—profits, growth, good will, 
permanence y—does so through 
humanizing itself to others and in 
the process its chief resource is gen- 
uine usefulness. 

Usefulness means relieving human 
need—providing a service, a benefit 
to others—and usefulness pays back 





A scissors grinder with a peculiar brogue sorely tempts 
many tellers to poke fun at what may soon become one of 
the bank’s most important savings customers. 
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a glorious and substantial dividend 
in cordial and harmonious public 
relations. Usefulness is the human 
justification of every business insti- 
tution under the sun. And the 
psychology of successful banking de- 
mands a thorough knowledge of the 
human element in all human rela- 
tions. 

Psychology may be a lost art to 
the successful bank head. He may 
have no appreciation of the dramatic 
or the humorous, but he does know 
people. He’s not impressed by the 
pompous or the cringing, the boast- 
ful or the pleading. When a busi- 
ness man whose credit standing is be- 
ing dissected, leans back and 
avers: ‘‘You see, we feel we 
have a business that’s just a 
little out of the ordinary,’’ or 
even goes a step further and 
states that ‘‘this business of 
ours is a peculiar one, you 
know,’’ the banker casts about 
in his fund of experience and 
unearths a situation that is 
strikingly similar. But—he 
doesn’t tell the business man 
that—he knows that anybody 
who is convinced that his busi- 
ness is ‘‘just a little out of the 
ordinary’? is the same type 
who likes his name in his ad- 
vertisements ‘‘printed in any 
eolor at all, so it’s red.”’ 


Courteous Treatment Is 
Complimentary 


Naturally, this ego is more 
pronounced in some persons 


11 








a th in NTR EY 


than in others. We all love to be 
complimented, and when one is be- 
ing treated courteously, he is being 
complimented. 

A simple rule of pleasing people, 
isn’t it? Think, then, what a tre- 
mendous opportunity bankers have 
to ereate good-will, to increase the 
number of their clients and to in- 
crease the business with each one. 


Confidence of the public, one of 
the first essentials in good-will build- 
ing, is a plant of slow growth. Only 
after frequent meetings do acquaint- 
ances become friends. Only when 
potential depositors meet you often, 
or are told frequently in earefully 
chosen messages just how and why 
the service of your bank may be of 
vital importance to them in their 
lives, do they begin to enjoy full 
confidence in your institution. 


Admittedly, there is no one method 
which supplants all others for in- 
flueneing good-will. Experience, 
however, has shown the progressive 
bank executive that the most lasting 
results are obtained through eduea- 
tional methods. By educational 
methods, I mean that much more is 
required than simply getting the 
bank’s name before the public. 


The Individual 
Represents The 
Bank 


To the customer, the 
man or woman with 
whom he meets or 
transacts business is 
the BANK. When 
treated cordially and 
in a reasonable, human 
sort of way, the cus- 
tomer or caller goes out 
with a good impression 
of the bank. You know 
how it is when you go 
into astore. It doesn’t 
take very much in the 
way of discourteous 
treatment to erase from 
your mind a lot of the 
good impressions you 
may previously have 
had. 

When a visitor is 
wandering about the 
bank looking for some- 
one or some depart- 
ment, a fine service can 
be rendered by cour- 
teously showing the 
wanderer to the desired 
destination. A visitor 
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so treated will always remember such 
a courtesy and to him that will be 
representative of the spirit of the 
bank. A friendly nod, a word of 
cordial greeting costs so little effort, 
yet produce such wonderful results 
—far beyond the cost of the effort. 
To cultivate a memory for names 
costs very little effort and will re- 
pay you big dividends all your life 
in personal improvement, besides 
making you more effective for the 
bank. There is nothing people ap- 
preciate more than being called by 
name when they step up to the tell- 
er’s window or desk. It is seemingly 
a small thing, vet of tremendous im- 
portance in customer relations. 

Some vears ago | knew a Greek 
confectioner in a town of some thou- 
sand population. One day he said 
to me—‘‘ Bill, you got a good job— 
nice place work—wear good clothes 
—keep nice clean—meet all the pret- 
ty girls—make good money’’— 

I stopped him then and _ there. 
‘*Nieck,’’ said I, ‘‘you don’t know 
what you're talking about. I’d 
change places with you in a minute 

-you have good business paid for, 
saving money, own your home, and 
then you’re your own boss.’’ 

It was his turn to stop me— 





Most captains of industry start their careers as workmen. Courtesy to every 
bank customer is the only sure way to build an outstandingly profitable bank. 





‘**No,”’ said he, ‘‘ Bill, I’m not my 
boss. Everybody comes into this 
store—he’s my boss.’’ 

His thought was crudely expressed 
to be sure, but its meaning was as 
clear as a bell. He had to please 
every one who came into his store in 
one way or another, if he proposed 
to retain his or her patronage. 
Either by better merchandise, better 
service, or what not, but the main 
thing was he had to please them all— 
the tall and the short, the fat and 
the lean, the rich and the poor. 

Often have I thought of Nick’s 
true and simple philosophy. How 
right he was and how seldom do his 
fellow merchants put his philosophy 
into practice. His summary of the 
case showed a keen appreciation of 
the human element in business. 

How many bankers are there who 
feel toward their patrons or prospec- 
tive patrons as Nick felt? Not as 
many as there should be, I am sure! 


How One Man Was Treated 


The following story was related to 
me recently by a friend from the 
North. He said, ‘‘A friend of mine 
moved from another town to within 
a mile of where I lived and asked me 
one day at which bank I dealt. I told 
him, and in doing so, 
boosted my bank to the 
skies. 

I went so far as to 
give the head of my 
bank the name and ad- 
dress of my friend and 
told him what sort of 
a letter to write solicit- 
ing my friend’s ae- 
count and assured him 
that the new resident 
would make a worth 
while depositor. 

The letter was writ- 
ten promptly and in- 
telligently —it must 
have been the latter, for 
it got the desired re- 
sult. Into the bank 
walked my friend. He 
asked the old floorman 
where he could find 
Mr. So-and-So, the of- 
ficer from whom he had 
received the letter. 


The Floorman said 
eruffly, ‘‘He’s out of 
town,’’—to which my 
friend replied, ‘‘ That’s 
too bad, but no matter. 
I want to open an ac- 
count. Which win- 
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dow do I use, please?’’ 

The old fossil said almost 
rudely and with little en- 
thusiasm—‘‘ over there.’’ 

In the ears of my friend 
were still ringing the praises 
of my bank. I had sold him 
bait, hook, line and sinker. 
And then, too, he had the 
letter from the president in 
his hand. Why should he 
be discouraged by such a 
janitor, so he marched brave- 
ly over to the proper window 
and introduced himself, 
showing the letter from the 
head of the bank. 

No cordiality was shown, 
but a very erude and un- 
enthusiastie ‘‘just fill these 
in,’’—and a couple of cards 
were shoved at my friend. 

By this time he figured 
that I was a pretty poor 
judge of banks and was 
ready to go across the street 
to the other bank. Why he 
didn’t, Heaven only knows !’’ 

‘*Business goes where it is most 
sought after and best treated”’ is an 
adage that is as old as it is true. 
What is the sense of going to the 
trouble of soliciting a lot of new 
business or attempting to develop 
that which you already have if you, 
your fellow officers, 
and employees do not 
treat that business 
properly ? 

The president of 
that bank we have 
been discussing did a 
good job. And the 
depositor who told me 
the story certainly 
went out of his way, 
as all loyal depositors 
should, to boost his 
bank. The two afore- 
said employees fell 
down woefully on the 
job and almost spoiled 
it all. 


The president, I am 
told, is a young man 
who has gained his 
present position by 
virtue of his knowl- 
edge of banking, 
coupled with a good 
personality plus the 
proper coneeption of 
how to treat those 
with whom he comes 
in contact. He makes 
friends readily —- is 





mented. 
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It isn’t so difficult to be courteous to the customer with the big 
account, but your courtesy must be sincere or your bank may lose 
its most important depositor. 


alert and ever ready to be of service 
to those who come into his bank. He 
has learned his lesson and with profit 
to his bank and to himself. 

He is only a few years older than 
the teller in question, and the floor- 
man has been in the bank as many 


The Philosophy of 
Profitable Public Relations 


Men who understand human nature create a 
product that appeals to human needs. 


The chief resource of a successful bank is genuine 
usefulness. 


Usefulness pays a glorious and substantial divi- 
dend in cordial and harmonious public relations. 


We all love to be complimented—and when one 
is being treated courteously, he is being compli- 


When treated in a human sort of way, the cus- 
tomer goes out with a good impression of the bank. 


To cultivate a memory for names costs very little 
effort and will repay you big dividends. 


Where is the wisdom in seeking new business if 
officers and employees do not treat it properly after 
you get it? 





years as the president is old 
—and yet the floorman is 
only the floorman and the 
teller is only a teller and 
probably always will be— 
provided he’s not fired—for 
neither of thém has seen fit 
to learn the lesson of cor- 
diality and service. Their 
attitude is all wrong—they 
have not schooled themselves 
in the simple philosophy of 
my Greek friend, Nick— 
‘*Everybody comes into this 
store—he’s my boss.’’ They 
would score a zero in any ex- 
amination dealing with the 
value of the human element 
in banking. 


Sympathetic Understanding 
Brings Results 

We see so much of the 
sunshine and shadow of life 
in the banking field. One 
moment we are riding upon 
the erest of fortune’s tide, 
the next in the throws of 
financial agony. Those enjoying 
prosperity love to speak of it. The 
troubled ones are given to much 
speech of adversity. All trouble is 
not oceasioned by the lack of 
funds, but burdens of one kind or 
the other which must find a sympa- 
thetic ear; if not our 
money, we could lend 
our ears, and listen 
for that opportunity 
to build good-will. 

I have in mind a 
frail but charming 
little lady who sat at 
my desk to open a new 
account not so long 
ago; while in the act 
of drawing the draft 
for her balance from 
a distant bank she 
paused for a moment 
and, between sobs, 
tried to explain that 
owing to the laxity of 
the prohibition laws 
in our city she feared 
for the ruin of her 
husband and the dis- 
sipation of her sav- 
ings. She felt alone 
in the world, and to 
find someone that 
would listen sympa- 
thetically to her trou- 
ble would be a relief. 
The relief came be- 

(Continued on page 30) 
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What Handwriting Reveals 


Every person employed in a bank should learn to 
recognize warnings that show up in handwriting. 
This is the first of a series that should be placed 
in the hands of every person in every bank 


HERE is nothing in the world so 
interesting and worth study and 
analysis as a human being. There is 
nothing so accurate in revealing the 
character of a human being as hand- 
writing. You may watch the eye, 
hear what the mouth has to say. and 
still be deceived, but when you read 
handwriting you have the truth. 
When you put your pen to paper. 
the index of your character is ac- 
curately shown, for you have un- 
consciously left your personality on 
the page, and it is as easily seen as 
foot tracks in the snow. Hand- 
writing possesses the same individ- 
uality and the same _ wonderful 
diversity of characteristics as do 
the faces of men and women, with 
this difference—handwriting is ab- 
solutely accurate and never deceives. 
The value of handwriting analysis 
in business and personal matters can- 
not be over-estimated. Its impor- 
tance is recognized in all the walks 
of life. Accurate knowledge of self 
is a powerful asset, while positive 
knowledge of another is a most 
valuable key. Handwriting gives 
information that cannot be obtained 
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By B. W. HALL 


Graphologist, Chicago 


through any other channel. It com- 
pels recognition of faults and virtues 
in self and in others. 


Value of Handwriting 
Analysis 


No one writes the angular hand 
from choice; neither is the round 
seript chosen deliberately—the style 
of penmanship is the habitual mani- 
festation of the human being. Every 
one is a unique personality; there- 
fore, everyone writes differently. 
The peculiar and individual pen- 
tracks left on paper supply the sure 
index to the inner self. Accordingly. 
the moral and mental worth of a 
person is easily recognized. 

Regard the writing below. The 
gentlemen who signed this note could 
fool almost any one, for he is easy 
to look at, tall, and well-built, pos- 
sessing a very pleasing personality 
which combines ready wit with much 
friendliness. He mixes exceedingly 
well and is generous and really 
sympathetic. His head is well- 
shaped and his eyes are well-set. He 
looks honest and reliable. 


His script tells quite another 
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story. Notice the flourishing capitals. 
These alone express a small intellect 
and show that his powers of con- 
centration are slight. His thoughts 
fly from one subject to another. He 
is pompous within, and unduly im- 
pressed with his own importance, 
while his egotism may be spelled 
with capital letters. He expends his 
energies and funds too freely in 
pursuit of pleasure and is very rest- 
less and unsettled. 

He is conscientious and naturally 
honest, but lacks sound judgment. 
Because the Creator gave him an 
honest exterior, he was able to make 
the loan above represented. To be 
sure, he fully intended to meet it, 
yet it is a fact that legal proceedings 
were instituted for collection. 

Had the banker who loaned the 
money known the importance of 
handwriting, it would not have been 
made. A mere glance at this seript 
shows at once that this man’s obli- 
gations are secondary to his pleasures 
and emotions. Had the writing been 
smaller, his egotism and _ suscepti- 
bility to pleasure and things earthly 
would have been somewhat relieved. 
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What This Handwriting Tells About The Man 


The flourishing capitals express a small intellect and indicate slight 
powers of concentration. He is pompous within and unduly impressed 
with his own importance, while his egotism may be spelled with capital 
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letters. He expends his energies and funds too freely in pursuit of 
pleasure and is very restless and unsettled. He is conscientious and nat- 
urally honest, but lacks sound judgment. He intended to meet this loan. 


BANKERS MONTHLY JANUARY 1930 


er ee 


Mere: 





















HE old masters in stained 

glass knew that color is 
most expressive in sym- 
bols. If bankers were to study 
the guild marks in 13th century 
windows, they would see that even 
literal ideas related to butcher, 
bakers, and money changers, may 
be beautifully expressed in color 
and form when an artist with taste 
and imagination designs them. 





The Curious Power Of Glass 


In Colored Windows 


HEN a visiting celebrity first 
noticed the glow of New York’s 
electric signs and said, ‘‘ How bean- 
tiful that would be if we couldn't 
read !’’ he may have sensed the power 


of color-in-light (artificial light 
even) to carry an emotional urge 


almost strong enough to offset its ap- 
plication to chewing gum and soap, 
announced in commonplace terms 
and unlovely forms. 

If advertisers could know what 
the masters of an ancient craft 
seemed to feel, their signs in colored 
electric lights could develop into 
things of beauty so compelling as to 
clothe groceries, hardware and loans 
on mortgages with celestial virtues. 


By CHARLES J. CONNICK 


Designer and Worker in Stained and Leaded Glass, Boston 


Color More Expressive In 
Symbols 


The old masters in stained glass 
knew that color is most expressive in 
symbols, and if the designers of signs 
and the higher-ups behind them were 
to study the guildmarks in thirteenth 
century windows, they would see 
that even literal ideas related to 
butchers, bakers and money-changers 
may be beautifully expressed in color 
and form, when an artist with taste 
and imagination is behind them. 


Not only were talented, imagina- 
tive eraftsmen behind them; there 
was also a range of consciousness, 
well worth while, quite foreign -to 


ideals of inereased sales and quick 
turnovers. We are reminded of an 
unmistakable pride in things well 
done—a pride of craft that was 
shared in turn by money-changers, 
butchers, seulptors and_ stocking- 
makers, with bakers, furriers, car- 
penters and wheelwrights. Those 
beautiful designs of a workaday 
world are mellowed over’ with 
romance—even if vou see them in 
black and white reproductions that 
are not much better than skeletons 
of the full-colored medallions them- 
selves. 

Through all of them runs the im- 
plication that ‘‘all are needed by 
each one’’ and that all these guilds 
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From the studio of Charles J. Connick, Boston 
Symbols of the seasons in significant colors from a memorial window inscribed to a distinguished business man 
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worked shoulder to shoulder 
together. The stained glass 
workers themselves made up 
only another guild. They 
were made happy in success- 
ful efforts to celebrate the 
skill and piety of their 
brother-workers, in windows 
that we now elassify as 
splendid works of art. 

They would have been 
surprised to hear our patter 
about art and artists—to be 
told that their work was 
superior and ‘‘precious’’ in 
relation to that of their 
brothers. It is difficult to 
imagine their astonishment 
at a prophecy that rich men 
would one day offer huge 
bags of gold for a small 
guild-mark in stained glass 
and be scornfully refused. 


Ancient Charm Kept 
Alive In Banks 


It takes no further stretch 
of the imagination to see the 
old colorist who worked in 
glass behind our flare for 
color as it is expressed—- 
(say) in electric signs now— 
than it does to see old cathe- 
dral builders behind our 
modern architecture. We 
ean follow the latter sugges- 
tion more easily because 
architects have kept alive 
charming old traditions of 
the Romanesque and Gothie 
periods in skyscrapers that 
are banks and office build- 
ings as well as in hotels, 
apartments and residences. 

But the traditions of the 
eraft of color-in-light have 
suffered an eclipse. They 
were buried deep in the 
gloom of the drab period 
when fine arts and allied arts 
together expressed a gray 
world where pure color was 
looked upon with suspicion 
and where the reproduction 
of pictures and pictorial 
forms was the ideal of art- 
ists and craftsmen. 

All erafts suffered from 
literal-mindedness and the 
bad taste that mixed mate- 
rials and ideas in a welter of 
ugliness; but none of the 
others quite reached the de- 
gradation of the craft that 
became ‘‘art glass’ and 
eursed churches, residences, 
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From the Studio of Nicola D’ Ascenzo, Philadelphia 

A window in the main banking room of the Fidelity 

Philadelphia Trust Co. Philadelphia, records the history of 

the city. The window is more than 25 feet high and 
required more than 50 individual figures. 





Six Points In Favor Of 
Colored Glass Windows 


1. Color is more expressive in symbols. 


2. Colored windows brighten offices where 
sun and sky cannot reach. 


3. There is a curious power and charm of 
glass in various textures and colors that 
help business men in the working out of 
every-day problems. 


4. There are qualities of white glass that 
not only shut out unattractive brick walls, 
but also seem to drag a pure illumination 
from the sky and so outwit dull shadows 
that haunt many city buildings. 

5. There is no reason why colored light 
may not serve in offices, banks, shops, and 
stores, just as well as in schools and churches. 

6. Beauty should be looked upon frankly 
as an asset anywhere and gaiety and humor 
need not be denied anyone. 





stores and saloons in soft 
transparent pictures and 
monstrous patternings of 
floral forms, and strange 
ornament in vicious colors 
and ugly tones. 

Stores and saloons have 
gone and their art glass 
decorations have perished 
with them, but many church 
windows, hallowed by senti- 
ment, and protected by me. 
morial inscriptions, remain 
to mark the triumph of the 
toned picture in tints of 
Christmas cards and Easter 
ecards over the hearty old 
singing symbol that had once 
been the stained glass win- 
dow. 


So Glass Becomes 
“Lost Art” 


So came, naturally, the 
legend of a lost art. Travel- 
ers from abroad strength- 
ened it with accounts of 
beautiful windows in old 
cathedrals officially intro- 
duced as examples of an art 
now lost to us and rarely 
had anyone the temerity to 
challenge the guide or verger 
who spoke with conviction. 
Certainly it was ‘‘lost’’ for a 
long period in America and 
is still ‘‘lost’’ to many who 
might well enjoy its peculiar 
luster, its gaiety even, now 
that color is being brought 
forth as a medium to force 
sensations, if not as one to 
produce beauty. 

But we seem to be grow- 
ing in consciousness of color, 
even in our costumes and in 
our shop and office interiors. 
It was only yesterday that a 
successful merchant, known 
for his good sense, commis- 
sioned a well-known glass 
man to make ‘‘some happy 
things in color’’ for his of- 
fice ‘‘where the sky doesn’t 
show.’’ Soon he will have a 
resplendant store front done 
in colors, surfaces and tex- 
tures that will delicately 
imply the character and 
quality of his merchandise 
more eloquently than blar- 
ing words in lights could 
possibly do. 

Another man of affairs 
has recently had a party to 

(Continued on page 32) 
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Your Newspaper Can 





Help Reduce Daylight Holdups 


GOOD ‘many criminologists be- 
lieve that newspapers encourage 
daylight holdups. Yet they could 
be one of the greatest aids in reduc- 
ing daylight holdups of banks. 

There are two types of criminals 
who use a gun in stealing money 
from banks. One is the hardened 
criminal type operating in well- 
organized gangs, and the other is the 
petty criminal just entering upon a 
criminal career. It is this latter 
who might be curbed by the proper 
news stories, because his entering 
into this type of crime is due to the 
false notion that it is an easy way to 
get a lot of money. 

The newspapers encourage such 
criminals by printing stories at the 
time of a holdup which have a 
tendency to make the holdup a 
dramatic affair. The newspapers 
tell of the happenings within the 
bank, the quick escape of the 
criminals, and the big haul made. 

Often headlines running en- 
tirely across the front page 
tell the popular story and 
those who are criminally in- 
clined, but without experience, 
assume that it was all very 
easy, and that it made rich 
men out of those who engaged 
in the stickup. 

Usually that is the end of 
newspaper interest in the affair. 
That is the news that seems 
to arouse most the attention 
of the prospective newspaper 
buyers. 


Newspapers Should Portray 
Capture of Thief 

That part of the news which 
might accomplish something 
towards stopping daylight hold 
ups is concerned with the report 
of the capture, conviction, and 
punishment of these holdup 
men. 

If this sort of a story were 
published following every hold- 
up and made the big feature of 
the news rather than the holdup 
itself, prospective bandits would 
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learn that very little actual loot is 
the share of the actual perpetrators 
of such crimes. Often, such loot is 
not actual cash, but much of it is 
negotiable instruments and must be 
sold to a ‘‘fence’’ at an enormous 
discount. Thus the bandits net only 
a small sum. 

It is seldom that the ‘‘fence’’ is 
tried and convicted, whereas the man 
captured is almost always the one 
who does the work of holding up the 
bank. He is, therefore, the one who 
is in real danger of his life and 
liberty. 

It is reported by the Illinois Bank- 
ers Association that over 70% of the 
criminals implicated in the actual 
robbery of banks are apprehended, 


8 Questions 
To Ask About A 


Savings Department 


By Wm. B. BOSWORTH 
‘anager, Service Department, 
Peoples Trust & Savings Bank, Chicago 


1. Where do we stand today? 
2. Which way are we going? 
3. What is our rate of speed? 


4, Are we gaining in number 
of accounts and why? 


5. What are the initial de- 
posits of new savers? 


6. What is the number of 
accounts with $500 or over on 
deposit? 


7. What is the number of 
accounts under $500 but above 
the profit line? 


8. What is the number of 
accounts below the profit line? 





convicted, and serve their sentences. 

If this were generally known, 
there would not be so many young 
men desirous of making an easy liv- 
ing by the stickup method. 


Bankers Should Ask 
Newspaper Aid 


Certainly every banker has an op- 
portunity to help reduce daylight 
holdups by asking the cooperation 
of his local newspaper in the pub- 
lishing of news about the capture, 
conviction, and punishment of 
bandits. If this news is made the 
big feature of an edition, and this 
cooperation between bankers and 
newspapers spreads, there is to be 
some beneficial result. . ~ 

The Texas Bankers Associa- 
tion has had a plan in operation 
for some months whereby plenty 
of publicity is given to the 
$1,000 reward offered for dead 
bandits. Before this reward was 
offered, daylight holdups were 
frequent in Texas. Since this 
offer, there have been compara- 
tively few. 

The important feature of the 
Texas Bankers Association’s ex- 
perience, however, is not merely 
the offering of the reward, but 
the publicity that has been con- 
tinually given to the plan. 

Publicity is a powerful weapon 
and if it is used against crim- 
inals, instead of in their favor, 
there should be a material reduc- 
tion in crime. 


In the selection of a suitable 
trust officer, too much emphasis 
cannot be laid upon the essential 
qualities which he should possess. 
He should be, above all, a man 
of recognized sterling character, 
and in addition should possess 
executive ability, initiative, 
sound judgment, a fair knowl- 
edge of banking, investments 
and law, and be blessed with 
some imagination and plenty of 
soul—James A. Bacigalupi. 
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No. 4 in a series on 
“Evaluation and Con- 
trol of Credit Risks.” 


* OUND loan administration pol- 
icies furnish the background for 
profitable operations but they do not 
insure it unless the bank officers are 
kept informed and know how to 
properly evaluate the credit risk. 
Credit evaluation involves both of 
these functions, and its use is by no 
means confined to commercial loans 
but it serves every phase of bank ac- 
tivity. 

The following tabulation, while in 
no way exhaustive, gives a good idea 
of how useful well-or- 
ganized credit evalua- 
tion can be to a bank. 

1. Granting, reject- 
ing, or reducing ap- 
plications for loans, 
discounts, or renewals. 

2. Discounting or 
purchasing bills of ex- 
change. 

3. Buying commer- 
cial paper. 

4. Determining ad- 
equacy of collateral of- 
ferings. 

5. Establishing 
lines of credit or issu- 
ing letters of credit. 

While the foregoing 
uses fully warrant the 
development of the 
function, there is still 
another use to which it 
is put. Growing out 
of the nature of the 
banking business, it becomes neces- 
sary to furnish credit information 
not only to customers but also to 
banks and financial institutions, 
ecmmercial paper houses, mercantile 
agencies, collection agents, foreign 
correspondents and trading con- 
cerns. A credit file containing re- 
liable up-to-date and  carefully- 
analyzed data makes it possible for 
the bank to render a real service on 
such requests at a low cost. 

Credit evaluation breaks down 
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Perfect 
Yourself 
As A Loan 
Officer 





What Should Be In Them 


Credit Files How To Arrange Them 
How To Use Them 


By H. N. STRONCK and 
J. EIGELBERNER 


Consultants to Banks and Bankers 


into two clear-cut and distinct fune- 
tions : 

1. Investigating, covering the 
gathering, classifying, tabulating, 
and filing of information. 

2. Analyzing and forming deci- 
sions from consideration of the data 
at hand. 

These functions are present in the 
smallest as well as the largest banks. 
Even the banker of former days who 
kept credit information in his head, 
performed the functions of investi- 


Study this series of articles carefully and you 
should then be able to 


1. Grant or reject loans on a basis that will be 
safe and profitable for your bank. 


2. Buy commercial paper. 
3. Determine adequacy of collateral offered. 
4. Grant lines of credit. 


gation and analysis. Necessity, pri- 
marily, has forced bankers to record 
the information so as to protect 
themselves. The same force is now 
being exerted to centralize the 
gathering and filing of this data and 
also of the power of making loans. 
This does not mean that the small 
bank must hire a credit man and 
install a complicated filing system. 
It only means that credit evaiuation 
should be set up as a distinct fune- 
tion, properly organized and definite- 





ly assigned to competent hands. 

In the small bank it means merely 
the establishment of a central file 
for the essential credit data in which 
all information will be filed under 
proper headings instead of being 
scattered around the bank in various 
places. It also means that a simple 
but orderly routine for analysis 
shall be developed that will insure 
that correct and pertinent informa- 
tion shall be on file for the guidance 
of the loaning official. If this is done 
and the right policies 
are in force, losses on 
loans and securities can 
be kept at a minimum, 
and the cost in time 
and effort will be in- 
significant. 


The Function of 
Investigation 


In a large bank this 
function is called the 
credit department. We 
are not using this title 
because we want to 
show that the organiza- 
tion of a separate de- 
partment is often un- 
necessary and only de- 
sirable when the volume 
of work is sufficient to 
occupy the entire time 
of several people. The 
credit function is con- 
cerned with the follow- 
ing operations: Gathering informa- 
tion, recording, filing and furnish- 
ing information. These will now be 
briefly discussed. 

It is not only essential to possess 
full and sufficient information rela- 
tive to borrowers but it is also de- 
sirable to have as complete data as 
possible of individuals or concerns 
who may become borrowers or in 
whose securities the bank is inter- 
ested. This latter phase is of equal 
importance to the former.- Time is 
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an essence of many financial deals 
and the banker who has taken the 
trouble to collect information rela- 
tive to non-borowers is in a position 
where he can decide quickly in an 
emergency without prejudicing his 
bank. 

The sources of cred- 
it information are 
many and varied and 
it is desirable to draw 
upon any that may be 
able to furnish per- 
tinent information. 
Without attempting 
any exhaustive list- 
ing, the following rep- 
resents the principal 
sources : 

1. The bank’s own 
records (in the case 
of customers). - 

2. The personal 
knowledge of bank of- 
ficials. Pertinent data 


officers, 


1. Fly leaf or history 
sheet. This is intended to re- |} | 
count the principal facts about / |, 
the business such as the name, i = 
location, nature of business, —§ |||) =—-~ 
name introduced by, names of , }i| —- 

other bank connec- I 
tions, any definite understand- <== 
ings or agreements and remarks. 


procedure for keeping the credit in- 
formation up to date. At least once 
a year the credit folders should be 
revised and new financial and operat- 
ing statements secured, if the folders 
do not contain the latest. 

Letters are written to the sources of 


How Credit Data Should 


Be Filed 


i iit 


which the loan was finally based. 

In analyzing slow lines, it is only 
too frequent to find cases where the 
folder contains no information sub- 
sequent to the granting of the line. 
Other folders contain no recent bal- 
ance sheet or operating statement 
and others, while con- 
taining such _state- 
ments, do not show 
that any supplemen- 
tary investigation was 
made to verify the 
figures or check up 
the managerial posi- 
tion. 


How To Record. 


In order to make 
for ease of analysis, 
the information as 
gathered should be 
briefly digested and 
transferred toa 
record so that the 








of this sort should be 
put into writing. 

3. Oral interviews. 
The essential points 
disclosed in such in- 
terviews should be 
written up and filed. 

4. Financial state- 
ments. 

5. Written in- 


quiries to 
a. Other banks or 
financial insti- 
tutions 
b. Trading con. 
cerns. 


6. Mercantile 
agencies such as Duns, 
Bradstreets, ete. 

7. Investment 
manuals, magazines, 
periodicals, ete. 

The _ information 
included relative to 
each name should be 
sufficient so that a 
proper evaluation can 
be made of the busi- 
ness and moral risk 
and also the general 
factors that may be 
involved. A later ar- 
ticle will discuss in 
detail the procedure 


2. Average loan and balance summary. In 
large banks a separate file is maintained for this 
record but in a small bank the filing of this data in 
the credit folder increases the ease and speed with 
which information is secured. 


3. Comparative statement sheets. These rep- 
resent the financial and operating information fur- 
nished by customers, reclassified according to the set- 
up desired by the loaning officers. This sheet is ruled 
so that comparison of results from operation can be 
made for a number of years. 


4. Information. This group includes reports of 
bank officers who have visited the place of business of 
the borrower, replies to letters sent out by the bank 
requesting credit information and memorandums cov- 
ering information regarding the names which bank 
officers have obtained from various sources outside 
the usual credit information channels. 


5. Agencies. In this group are filed all reports of 
general and special agencies. 


6. Inquiries. Carbon copies of letters written to 
others in reply to requests for credit information 
regarding the name. 


7. Miscellaneous. In this group are filed circu- 
lars, prospectuses, advertisements, offering sheets, 
listing notices, newspaper clippings or any other data 
of similar nature. 


loaning officers may 
at a glance form an 
impression as to the 
character of the risk. 
This conserves his 
time as it is unneces- 
sary for him to dig 
into the credit folder 
except on doubtful 
eases which would re- 
quire such analysis in 
any ease. This work 
of recording is con- 
cerned primarily with 
the resetting of finan- 
cial and operating 
data supplied by cus- 
tomers, in compara- 
ble form sothat trend 
and ratio studies may 
be made. 

It should be un- 
necessary to state that 
eredit information of 
any importance 
should be written 
down. This is the only 
safe procedure even 
in the smallest banks. 
Memory even of the 
best is defective and 
will in time become 
dimmed. Written rec- 
ords are indisputable. 


involved in such investigations. The 
main thing now is to realize the sig- 
nificance of this phase of the proce- 
dure of credit evaluation. 

A very essential part of the organ- 
ization of the function of investiga- 
tion is the setting up of a definite 
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eredit information in order to get 
the latest reaction and such other 
data is secured as circumstance may 
demand. The principal point is that 
the revision of credit information is 
equally as important as the gather- 
ing of the original information on 


The place for this data is in a file, 
properly classified so as to be readily 
found when needed. That a single 
place for such information is better 
than to have it in various places, also 
searcely needs discussion. Saving in 
time of finding, greater accuracy of 
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filing and actual savings in expense 
have resulted in every instance where 
a practical central file has been in- 
stalled. 

Such a file should contain all the 
data pertaining to a given subject. 
An essential element of a good file is 
the folder or vehicle for filing the 
data relative to a name. This folder 
is normally of letter size having a 
press board or manila cover. The 
makeup, arrangement and contents 
vary with the size and character of 
the bank. In any ease, a decision 
should be made as to what should be 
included in the order as this sim- 
plifies consultation. Also, to facili- 
tate use in the ease of bulky folders, 
the folders should often be divided 
into sections each designated by a 
euide. 


Careful Choice of Equipment 


Material should be clamped to- 
gether so that no part of the contents 
ean be taken out of the folders. 

The system of filing folders is of 
great importance. It does not 
matter so much what system is used, 
the main consideration being speed 
in finding and accuracy of filing. 
There is no ideal filing system. Each 
must be developed according to the 
demands of the bank and the number 
of names is a factor of great 
significance to be considered. 

Starting with a _ simple 
alphabetical file in a small 
bank, as its contracts enlarge 
it becomes desirable to sep- 
arate the bank’s own cus- 
tomers from outside names 
or to classify the names ac- 
cording to some scheme. This 
may be done easily without 
splitting up the file into 
groups. All that is necesary 
is to buy vari-colored tabs, 
each color representing a 
classification. Without dis- 
turbing the alphabetical 
character of the file, the tabs 
indicate the proper class into 
which the name falls. 

This simple filing scheme 
will last a bank until it grows 
to quite a large size. When 
its contacts become so vol- 
uminous that the simple file 
no longer suffices, a special 
analysis should be made of 
the filing problem and a sys- 
tem developed that will meet 
the requirements not only of 
the existing condition but 
also provide for expansion in 
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bank officials. 


the future without sacrifice of the 
two fundamentals—aceuracy and 
speed. 


A Tracing System To Locate 
Removed Files Important 


A charge-out system to show who 
has taken a folder is desirable even 
in the smallest files. This system 
may take many forms but essentially 
it consists of : 


1. Restriction of taking out files 
to certain individuals. 

2. Filling out a charge-out card 
specifying the folder taken and the 
name of the person taking it. 

3. Follow-up to insure return of 
folders. 

A very important part of filing 
routine is the keeping track of 
folders. One plan is to have an index 
ecard for each folder. Reference to 
this shows whether or not the bank 
has a folder. This index may be 
classified the same way as the file 
of folders. The chief advantage of 
the index is that it shows all the 
names on which there are folders. 
While it does not show where folders 
are that are not in the file, it does 
indicate that there is a folder. This 
saves the duplication of much work 
in gathering information which has 
already been gathered but which is 
temporarily mislaid. 


7 Sources of Credit 


Information 


1. The bank’s own record (in the 
case of customers). 
2. The personal knowledge of 
Pertinent data of 
this sort should be put into 
writing. 
3. Oral interviews. The essential 
points disclosed in such interviews 
should be written up and filed. 

4. Financial statements. 

5. Written inquiries to other 
banks or financial institutions and 
trading concerns. 

6. Mercantile agencies such as 
Duns, Bradstreets, and so on. 

7. Investment manuals, maga- 
zines, periodicals, and so on. 





Morris Plan Banks Deserve 
Recognition 


We have read with interest the 
article in a recent issue of The 
Bankers Monthly, written by How- 
ard Haines, vice president of the 
First State Bank, Kansas City, 
Kansas. 

We notice particularly the state- 
ment contained in the article which 
reads as follows: 

‘*Character loans tend to fos- 
ter thrift and offer the laboring 
class the opportunity to secure 
loans at reasonable rates—a 
service which the American sys- 
tem of credits has overlooked in 
the past.’’ 

We take issue with the statement 
that the opportunity for the laboring 
class to secure loans at reasonable 
rates is ‘‘a service which the Ameri- 
can system of credits has overlooked 
in the past.’’ 

Morris Plan banks have been 
operating since 1909 in this country, 
and have been providing, for the last 
20 years, the very service which Mr. 
Haines hails as a new discovery. 


Borrowers Become Depositors 


That this Morris Plan process had 
served its purpose in inculeating the 
habits of thrift into the industrial 
bank borrower, is indicated by the 

fact that today there are de- 
posited in Morris Plan insti- 
tutions, exclusive of payments 
on loans, a hundred million 
dollars. 


Mr. Haines’ statement that 
‘personal loans were formerly 
handled by loan companies, 
usually at high interest 
rates,’’ is not entirely indica- 
tive of the true condition of 
affairs, when we realize that 
Morris Plan banks and their 
contemporaries in the same 
business, are loaning and have 
loaned for years at a rate al- 
most identical with that 
charged by the vast majority 
of commercial banks doing 
this type of business. 


For this reason, we think 
that the position of Morris 
Plan banks as the pioneers of 
industrial banking in America 
is unchallenged and should 
be recognized. 


R. W. Pitman, Secretary- 
Treasurer, Morris Plan Bank- 
ers Assn. 
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POWER 
That amazing surplus 
of POWER devel- 
oped by the Oliver 
Hart-Parr Tractor is 
gained witheconomy 
that means greater 
profits from farming— 
greater profits 


through POWER. 


For Hart-Parr Trac- 
tors are noted for 
POWER and fortheir 
ability to produce it 
while burning the low 
grade tractor fuels. 
Gasoline, kerosene 
or distillate work 
equally well in the 


Hart- Parr. 


This is the second of a series 
of advertisements to explain 
the ideals of the Oliver Farm 
Equipment Sales Company. 


Every banker who numbers many farmers among his 
depositors or debtors has observed two things: either 
farm machinery can be the making of a 
man or it can be the breaking of a man. 


What is the deciding factor? 


The Oliver Farm Equipment Company 
believes that farm machinery can be 
bought and should be bought with as 
much care as factory equipment. Itknows 
that when such care is exercised, farm 
machinery can and does produce cold, 
hard dollars and cents returns for its user. 


And Oliver intends to do everything within its power 
to aid the farmer in buying intelligently, financing wisely, 
and operating profitably. First,to build more machines 
designed to do particular jobs; second, to build machines 
better; and third, to see that those machines are intel- 
ligently employed — these are Oliver's real objectives, 
Oliver's contributions toward the modernizing of the 
farm on a sound, economic basis. 


TRACTORS - THRESHERS + COMBINES - PICKER-HUSKERS 
PLOWS - PULVERIZERS - PLANTERS - SEEDERS ~- DRILLS 
FALLOVATORS - HARROWS - CULTIVATORS - LISTERS 

SPREADERS - POTATO TOOLS - ORCHARD TOOLS 


OLIVER 


FARM EQUIPMENT SALES COMPANY 
400 W. Madison St., Chicago, Illinois 


Readers will confer a favor by mentioning THE JANUARY,1980 BANKERS MONTHLY when writing to our advertisers 
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Your Market For Trusts 


BVIOUSLY the bulk of the sav- 

ings department customers are 
not logical candidates for the trust 
department. Nor will a large pro- 
portion of the depositors whose 
checking accounts are small be par- 
ticularly interested in fiduciary mat- 
ters. The first step in any sensible 
campaign to spread the trust idea is 
the segregation of the sheep from the 
goats. 

First come the directors and stock- 
holders of the bank. All of these 
should do business with the trust de- 
partment. The banker must scru- 
tinize his records for the names and 
addresses of all people whose check- 
ing or savings accounts show size- 
able figures—say from $1,000 up- 
ward, depending upon the size of the 
city or town in which he does busi- 
ness. 

Next should be added the names of 
bond buyers who purchase securities 
from or through the bank. Then, sim- 
ilar in formation, should be secured 
the list of important borrowers in the 
loan department. The names of the 
officers of corporations doing busi- 
ness with the bank are well worth 
while and properly belong in group 
A of the trust list, inasmuch as the 
bank already has a friendly contact 
with all these people either directly 
or indirectly. 


Listing Non-Customers 


Now for the names in Group B. 


By ALLAN B. COOK 


Vice President, Guardian Trust Co., Cleveland 





These should be those men and 
women of known wealth who are not 
customers of the bank. Every official 
of each reputable and solvent con- 
cern in town should be included. 
The membership of the local Cham- 
ber of Commerce, the medical and 
dental associations, engineering 
societies and trade organizations as 
well as social clubs should be merged 
into the trust prospect list. In this 
case, however, the banker has a non- 
customer group to deal with. 

The total number of names in 
groups A and B represents to a very 
large degree the market for trust 
department services. 

So much for that. Now what serv- 
ices can be sold most readily to the 
largest number of people at the least 


HIS is one of a series of articles which together 

make a complete course in trust operations. 
The course is designed to be of value, both to 
those banks which have a trust department and 
to those which do not, 
department needs to study this series to determine 
whether it would be profitable for his bank to 
establish a trust department, or more profitable 
to refer local trust business to a city correspondent 
equipped to handle trust matters of any size. 
The banker with a department will find ways to 
improve its operation and net returns by studying 
the successful methods of the trust men who write 
on the various trust operation subjects. 


The banker without a 


cost to the bank? First of all, the 
last will and testament makes the 
broadest appeal; next, comes the life 
insurance trust because of the almost 
universal purchase of policies as the 
easiest manner in which to create 
substantial estates. Both the will 
and the life insurance trust are easy 
sellers, to use a merchandising term. 


There is a much more restricted 
market for custodianship, the living 
trust, the voluntary trust or what- 
ever you choose to call it. This serv- 
ice appeals only to people of con- 
siderable substance who cannot or 
do not wish to handle their own in- 
vestments. Incidentally, a bull mar- 
ket such as we have had in this coun- 
try for several years past makes 
many individual investors feel that 


Prospects For Trust Service 


GROUP A 
1. Directors of the bank. 
. Stockholders of the bank. 


3. Depositors with large bal- 


ances. 


. Customers of the bond de- 


partment. 
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5. Important borrowing cus- 
tomers. 


6. Officers of corporations doing 
business with the bank. 


GROUP B 


1. Those of known wealth who 
are not now customers. 


2. Officials of all local enter- 
prises. 


. Members of the local Chamber 
of Commerce. 


. Members of medical and den- 
tal associations. 


. Members of engineering soci- 
eties and trade organizations. 
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NOW THEY'RE SAVING MONEY.... 


THOSE BANKS ENDORSING, SIGNING AND 
CANCELLING WITH AMERICAN MACHINES 
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Twelve months ago we made our 
first large-sized announcement in 
this magazine of the American 
Endorsing Machine. Today you will 
find banks large and small, from 
coast to coast, saving labor with it 
.... eliminating errors and noisy, 
smeary hand-stamping.. . . speed- 
ing up adding machine listing by 
“endorsing as they list”. . . . doing two jobs more 
quickly than they formerly could do one. 


Some have fifty and more... . others only one or 
two. But all of them are cutting transit and clear- 
ings costs.... profiting from five years of study 
and experiment of the American Perforator 
Company. 


With the American Endorser used in conjunction 
with an adding machine, the listing operator — 
instead of turning the checks completely over and 
stopping every so often to stack the pile—simply 
turns them half-way over and drops them into 
the Endorser as he lists them—and the check 
trips a latch which causes a metal die to print a 
legible endorsement. No check can be “skipped” 
—checks are automatically stacked in order of 
listing—and you can work right up to the last 
minute for clearings and transit. The price is but 


$175, less die. 
* * * * * * 


In the same way the American Endorser is being 
used for endorsing, it is now also being used for 
signing voucher, cashier’s, exchange and trust 
department checks and certificates of deposit. All 
that is needed is an extra die—dies are quickly 
interchanged and cost but a few dollars. 


AMERICAN 


ENDORSING SIGNING 
& CANCELLING MACHINES 


THE AMERICAN PERFORATOR CO. 
CHICAGO . NEW YORK . SAN FRANCISCO . Est. 1910 
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’ pany built their first 


It permits you to sign and verify i in 
less time than it formerly took just 
to verify. After comparing the 
finished check to voucher or other 
record, instead of turning the check 
completely over and stopping every 
so often to arrange the pile, you 
merely drop it into the machine 
and the machine does the rest, 
automatically stacking the checks in their proper 
order. 


* * * * x -* 


Twenty years ago the American Perforator Com- 
erforating machine. Its 
many refinements quickly won recognition among 
American banks. Today the new American Perfor- 
ators—hand, foot and electric power—are out- 
selling all the other makes combined. 


An example of the superiority of American Per- 
forators is found in American needles. American 
needles are 55% stronger than ordinary perfor- 
ating machine needles and besides this additional 
strength any clerk can easily and quickly install 
new American needles in the American No. 22 or 
larger models. 


If your machine is punching illeg- 
ible cancellations, just send us a 
sample of the perforation it makes. 
That’s all we need. We'll quote you 
a liberal trade-in offer that will put 
an end to your perforator troubles. 


The coupon below is for your con- 
venience in securing further infor- 
mation about how banks are saving 
money with American Perforators 
and endorsing and signing machines. 
Mail it today — no obligation. 
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AMERICAN PERFORATOR CO. 
611 W. Jackson Bivd., Chicago, Ill. 


Please send me, without obligation, complete details on () The New 
American Endorser and Signer, and the () Hand, [) Foot-Power, [) Aute- 
matic Electric Perforators, with a () Quotation on your trade-in allowance 
on our old perforating machine, a sample impression of which is en- 
closed herewith. 
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they are financial wizards, and hence 
antagonistic to the suggestion that 
they place their affairs in the hands 
of a trust department. 

The irrevocable trust to operate 
during the creator’s lifetime, the 
special purpose trust, and others of 
like ilk, comprise the services for 
which the public demand is confined 
within very narrow limits as com- 
pared with those mentioned pre- 
viously. 

Turning from personal trust serv- 
ices, there is the corporate phase to 
consider. And there the banker finds 
a market consisting only of corpora- 
tions issuing bonds and _ various 
classes of stock. Bond trusts, trans- 
fer agencies and registrarships come 
chiefly from the bank’s own custom- 
ers as the result of sales work done 
by the trust officer or through friend- 
ly houses originating and marketing 
such security issues. 

This completes the banker’s two- 
way analysis of the buyers and the 
products in exactly the same manner 
as that followed by a mercantile 
establishment when 
serutinizing its mar- 
ket. He is then in a 
position to apply ac- 
tual sales effort sen- 
sibly, consistently and 
profitably to spread 
the trust idea. 


How To Apply The 
Sales Effort 


Naturally the bank- 
er turns to advertis- 
ing as the means by 
which his message 
may be spread broad- 
east to the public in 
which he has a definite 
sales interest. If his 
campaign is to be 
eomprehensive in 
scope he should use 
the local newspapers 
and those local maga- 
zines which go into 
the homes of the peo- 
ple on his trust list. 
His advertisements 
should be backed by 
booklets, pamphlets 
or folders describing 
in some detail the 
merits of the services 
presented for consid- 
eration by the public. 

Hand in hand with 
newspapers and mag- 
azine copy there 
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Continuous analysis of securi- 
ties of our trust customers is 
| the sole business of one Guard- 
| ian department. The analysis 
| applied to the securities in each 
trust covers the status of individ- | 
ual companies, their fields and 
the effect of general business 
| conditions upon their progress. | 
| Stock rights and all financial de- | 
tails receive attention. The heirs | 
| are protected against the dan- 
| gers of speculation and receive 
| an assured income regularly 
| On request, our booklet, “The | 
Scientific Care of Trust 
Investments.” 


Trust Services In 


Order of Demand 


1. Wills 
2. Life insurance trusts 
3. Living trusts 

4. Bond trusts 

5. Transfer agencies. 

6. 


Registrarships 


should be a mail campaign consist- 
ing of a series of letters to each in- 
dividual prospect on the trust list. 

Lobby displays, window displays 
and posters all play an important 
part in the program, and in addi- 
tion, outdoor advertising may be 
found worth while, either in the form 
of bulletin boards or street car 
ecards, 





ever possible. 


the income as called for by my will. 








TRUST COMPANY 


623 Euclid Avenue, Cleveland, Ohio 
\ PROTECT YOUR INVESTMENTS BY CONTINUOUS ANALYSIS lj 
Advertisements relating actual incidents in the experiences of the Trust 
Co. have proved to be ideal for the Guardian Trust Co. of Cleveland. 


What They'll Do 


F course, Eve knows nothing about business. 

Tom hasn't seasoned yet and Anne is only | 
a kid in her “teens. I can picture the way they'd 
handle my estate. I stopped worrying at noon 
today —named the Guardian as executor and 
trustee in my will. Here's what the bank will do: 


“It will divide my securities into three classes. 
High grade investments will be kept and second 
grade holdings sold at opportune times. Seem- 
ingly worthless securities will be salvaged when- 


“Then it will follow a scientifically balanced plan 
of investment and analyze the estate continu- 
ously. It will look after all details and deposit 


| 
| 
| 
GUARDIAN 





Talks before various associations, 
dinners to life insurance underwrit- 
ers to enlist their aid, and other de- 
vices of like character all enter into 
the effort to spread the trust idea. 

To illustrate definitely what may 
be done to the advantage of a trust 
department, a few experiences of 
The Guardian Trust Company of 
Cleveland may be of interest inas- 
much as that institution has been 
advertising and soliciting trust busi- 
ness for many years. 

After considering carefully sev- 
eral kinds of advertisements, the 
Guardian decided that stories based 
upon actual experience with its own 
customers offered an ideal basis for 
a trust campaign. These examples 
of the value of trust services in cold 
hard cash were presented to the 
reader in a way calculated to arouse 
human interest in the story of what 
the bank had done for others. Tllus- 
trations were purchased from an out- 
standing artist and a great deal of 
thought was devoted to layout and 
typography to the end that the copy 
would not only attract 
attention but by its 
very appearance 
would cause people to 
read it. 


What Advertises 
Best 


Trust advertising 
campaigns have been 
limited largely to 
wills, insurance trusts 
and living trusts. 
Each specific cam- 
paign has consisted of 
from six to ten adver- 
tisements of size suf- 
ficient to dominate a 
newspaper page. 
These advertisements 
have run at intervals 
of two or three weeks 
throughout the year, 
summer excepted. 

Simultaneously 
with the opening of a 
specific campaign, let- 
ters have been mailed 
to a trust list of sev- 
eral thousand names 
in an effort to arouse 
inquiries for the 
booklet describing the 
service in question. 
Those failing to reply 
to the first letter re- 
ceived a second one 

(Continued on page 32) 
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Keenly alive to the responsibility 
of its name, history and position, 
the First National Bank of Chicago, 
with First Union Trust and Savings 
Bank, offers correspondents every 
advantage which resources, experi- 
ence, facilities and modern man- 
agement can supply in a Chicago 
banking connection. 


The First National 
Bank of Chicago 


" Affiliated 
First Union Trust 


and Savings Bank 


FRANK O. WETMORE FREDERICK H. RAWSON HARRY A. WHEELER MELVIN A. TRAYLOR 
CHAIRMAN CHAIRMAN VICE-CHAIRMAN PRESIDENT 
EDWARD E. BROWN JOHN P. OLESON CRAIG B. HAZLEWOOD BENTLEY G. McCLOUD 

VICE-PRESIDENT VICE-PRESIDENT VICE-PRESIDENT VICE-PRESIDENT 


Division F — Banks and Bankers 


JOHN F. HAGEY GEO. H. DUNSCOMB JOHN J. ANTON THOMAS J. NUGENT 
VICE-PRESIDENT VICE-PRESIDENT ASST. VICE-PRESIDENT ASST. VICE-PRESIDENT 


LELAND L. HOBBS EDWARD J. JENNETT MELVIN H. THIES 
ASSISTANT CASHIER ASSISTANT CASHIER ASSISTANT CASHIER 
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No. 4 in the Farm Financing Series 











This tenant farmer is preparing a seed bed that will produce better crops because it is more 
thoroughly prepared. Furthermore, he is doing alone, work that would require three men, if 
horses were depended upon for power. 


We Prefer 


enants With Tractors 


By J. E. JOHNSON 


Manager, Farm Department, Citizens State Bank, Champaign, Ill. 


AM a great lover of horses. How- 

ever, because of the business angle 
to farming, we must recognize that 
this is a machine age. Machinery 
has come and is here to stay on farms. 
In my opinion, it is no longer a 
question of whether a farmer should 
have power equipment, but rather 
what is the best type for general use. 

This question must also be decided, 
if he uses horses. Are his horses 
the best type for operating his 
farm ? 

Bankers everywhere are keenly 
interested in methods that enable 
farmers to make a profit every year. 
It is necessary, therefore, for every 
banker who has any farm loans at 
all to make a careful study, not only 
of his farmers who are borrowing 
money, but also of the method and 
equipment used by farmers known 
to be outstanding successes. 
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Farms can be operated profitably 
with horses as the only motor power. 
A man who is naturally good in 
handling horses and at the same 
time, a good farmer, can still make 
a profit without a tractor, However, 
a man who knows how to handle 
tractors is more likely to make con- 
sistent profits with tractors than 
with horses. 

In other words, a farmer must 
know how to handle the equipment 
he has, whether it be horses or 
tractors and he must have the ma- 
chinery to go with each type of 
power that will enable him to get 
his work done promptly and 
thoroughly. 


Why Tractor Tenants Are 
Preferred 


In selecting men to farm 33 or 
more farms under my care, I prefer 


We 
do not discourage the use of horses, 
but we do know that on a farm of 


to have the man with a tractor. 


240 acres or more, the tractor is 
more economical. Of course, we 
must have a good farmer in addition 
to the tractor. That is always the 
first consideration. But after we 
have lined up several good farmers, 
then we give special attention to the 
equipment they have for operating 
the land we have available. The man 
with the best equipment is always 
the one who gets the farm. 

Our seasons of late are such that 
we must do our work more rapidly. 
Weather conditions very often cause 
considerable loss in crops unless the 
farmer is equipped to do emergency 
work much more quickly than it can 
be done with horses. 

For example, we frequently have 
seasons in which rainy weather at 
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A Wider Scope ew ee Company is 
the result of combining in a new corporation the 
securities departments of three recently consolidated in- 
stitutions: The Foreman National Bank, The Foreman 
Trust And Savings Bank and the State Bank of Chicago. 
In its greatly enlarged personnel and resources the 
new company is more than a consolidation—it is 
completely equipped to render the comprehensive 
investment service required by present day conditions. 





FOREMAN-STATE CORPORATION 


Foreman-State National Bank Building 
CHICAGO 
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harvest 
starting 


time delays the 
of grain cutting. 
As soon as the weather is 
clear, it is essential to get 
the cutting done just as 
rapidly as possible. Very 
often this cannot be done 
with horses quickly enough 
to save the grain. But if 
the cutting is being done 
with a tractor, the binder 
or combine can be run 24 
hours a day, if necessary, 
and much more grain 
saved. 

It is not at all unusuai 
to lose several hundred dol- 
lars’ worth of grain in one 
season when horses must be 
depended upon to do the 
cutting under such cireum- 
stances. 


Better Plowing With 
Tractors 


Very often a farmer can- 
not get all of his plowing done in the 
fall, if he must depend entirely upon 
horses, whereas with a tractor he 
can cover so much more ground that 
it is possible to do all fall plowing. 
In most eases, fall plowing is 
worth a great deal more than spring 
plowing, because of the added yield 
and the better condition of the seed 
bed. 

Then there is the money-saving 
side. Less help is required and more 
work is accomplished. We have an 
instance this year of a tenant operat- 
ing 588 acres. He uses a tractor 
large enough to pull a three-bottom 
plow. He told me recently that he 
did as much work with his tractor 
and the machinery used with it as 
he formerly did with three splendid 
six-horse teams. So you see, he saved 
two men and the motor power was 
less expensive. He used good horses 
too, when he depended upon horses, 
and they did a good horse day’s 
work, but the horse day is limited in 
number of hours, whereas the tractor 
day is not. He operated his tractor 
from early to late and, on some ocea- 
sions, at night even. 

On my own farm, we use a tractor 
and give more attention to produc- 
tive live stock such as cows, hogs, 
sheep and poultry. We have five 
horses on a 160 acre farm, four of 
them are used to plow corn. The 
tractor cultivator, however, is com- 
ing into use and I know that a good 
many farmers have eliminated their 
horses entirely. 
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Why Tractor Tenants 


Are More Successful 


(If they are also good farmers) 


1. Work is done more nearly at the 
time when it can be done most effectively. 

2. Weather conditions do not cause as 
much loss of grain as when horses must 
be depended upon for the field work. 

3. Seed beds can be prepared more 
thoroughly. 

4. Plowing is more likely to be done in 
the fall which is an important advantage. 

5. Fewer men are needed for the same 
work. 

6. Emergencies can be taken care of be- 
cause the tractor can be run night and day. 


A Tendency Toward General 
Purpose Tools 


There is a very definite tendency 
towards producing general purpose 
tools. This is a step in the right 
direction. A farmer, to be properly 
equipped, must have a good many 
different types of machines. If one 
tractor, for example, can serve the 
purpose for all power requirements, 
his investment will be that much 
reduced. 

In my farm management opera- 
tions, I prefer tenants with tractors 
and in the financing of farmers, our 
bank prefers good farmers who are 
aquipped with tractors. 


The Importance of Studying 
Equipment From the Stand point 
of Tenant Farmers 


When we realize that a large per- 
centage of farm land is operated by 
tenants, it is easy to understand why 
a banker needs to give special atten- 
tion to a tenant’s equipment. 

There are perhaps two outstand- 
ing characteristics that make tenants 
a suecess. One is ability and will- 
ingness to work and the other is 
ability to manage. Some tenants 
are lacking in both. Others are 
lacking in one or the other. Usually, 
it requires ability in both lines to 
make a real success. 

When you realize that farmers do 
not make a great amount of cash 
that can be considered as cash in- 
come above their living, you under- 





stand why everything must 
be done in order to avoid 
losses. 

If a farmer could only 
sell all that is raised on 
his farm, his task would be 
much easier, but after the 
crops are full grown many 
things happen that de 
erease the quantity the 
tenant is able to sell. Bad 
weather may prevent the 
harvest until the grain 
begins to shatter, and then 
many bushels may be left 
on the ground. This is 
sometimes due to the facet 
that the weather is so hot 
that the horses cannot 
stand many hours of work 
pulling the binder; which 
means that the grain can- 
not be cut fast enough 
and before it is all cut a 
lot of it has shattered out 
and lies on the ground 
where it cannot be retrieved. Or 
it may be that after the grain is 
safely in the shock, serious wind- 
storms accompanied by rain greatly 
reduce the quality of the grain or 
start it to growing, and thus a great 
deal is lost. 

The farmer may have a beautiful 
litter of ten pigs but, before the 
pigs are old enough to market, half 
of them may be lost. His calf crop 
may be good at the start but, before 
the animals can be turned into eash, 
something may have happened to 
many of them. 

And so it goes. The farmer’s 
chief concern is to avoid losses, 
many of which are preventable. 
From the standpoint of the grain 
crop, the most available means of 
preventing losses is an outfit of 
equipment that makes it possible to 
perform the necessary labor at just 
the right time no matter what 
weather conditions may interfere. 

The tractor and accompanying 
equipment has made it possible to 
save much more grain than when 
only horses were available. But the 
fact remains that some farmers 
still depend entirely on horses and 
that is why it is our aim to secure 
tenants with tractors. They are 
more likely to make a success of 
farming; they are more likely to 
make profits for the land owners; 
they are more likely to be stable 
and to remain on one farm for a 
long time, as they are not usually 
the shifting type of individual. 
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June, 1899. In a small wood-shed in Rochester, two 
men were working to provide protection for a harassed 
banking world. The raising of bank drafts had become 
an easy and profitable business. No one could prevent it. 

Together, the Todd brothers produced the instru- 
ment pictured at the upper center. It employed an 
entirely new principle, shredding indelible ink under 
heavy pressure, into the very fiber of the paper itself. 
From its purpose, it was named “Protectograph.” 

That first machine, with its famous limiting line, 
“NOT OVER THIRTY DOLLARS ($30),” put an 
abrupt end to draft-raising. But it could not cover a 
change in payee’s name, or in date and number. And 
so the Todds went to work again. 

Today, Todd offers a service of protection that is 
complete and versatile. . . . It includes modern Pro- 
tectographs of varied types, writing checks, drafts and 
vouchers, with amazing speed, in words and figures, 
for exact amounts. ... It includes Greenbac Checks 


YEARS AT A SINGLE JOB! 


PERFECTING MATERIALS AND DEVICES TO PROTECT 
FINANCIAL DOCUMENTS AGAINST ALTERATION 
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Contrast the modern, efficient Century 
Protectograph, immediately above, with 
the model at the upper center which the 
Todd brotners first made and marketed 
in 1899. Shown also are some of the other 
business safegua veloped by Todd— 
a Greenbac Check with a remarkable 
self-canceling feature, Super-Safety 
Check and a Todd Check Signer. 


which cancel themselves at the first attempted altera- 
tion and are made up only to individual order. It in- 
cludes also the new Super-Safety Check Paper, attrac- 
tive, long-lived, made especially for banks, to issue to 
their depositors. . . . The sole remaining check hazard, 
forgery of signature and endorsement, is covered by 
Forgery Bonds, which Todd users receive at substantial 
reductions on standard rates. 

Supplementing the Todd system, is the Check Signer 
which signs and stacks checks at the rate of 7500 an 
hour, relieving important executives from the arduous 
and time-wasting task of doing it by hand. 

To a business world which handles 90-95% of its 
transactions by check, the safety and efficiency of the 
Todd service is apparent and important. As the years 
pass, that service will be bettered and broadened. Todd 
will continue to pioneer. And the name “Todd” will 
always signify “‘protection.”” The Todd Company, 1137 
University Avenue, Rochester, N. Y. 
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Tellers Control Bank 
Growth 
(Continued from page 13) 

cause she had already detected the 
warmth of a most human and friend- 
ly atmosphere and was at ease to 
discuss her personal matters. A few 
encouraging and sympathetic re- 
marks reinforced with an invitation 
to come in any old time and talk 
with us, sent her away with a smile. 

This one is somewhat similar but 
more intensely human. While open- 
ing an account for a timid, middle- 
aged lady, she inquired if anyone 
could draw her money. She was 


HOW DO THEY MEASURE UP 


assured that checks bearing her sig- 
nature only would be paid. Then 
she told a most pathetic story of how 
her husband squandered every cent 
that they could make on ‘‘hootch’’ 
and that she had to keep him up. I 
asked her why she didn’t leave him ? 
She said: ‘‘I feel like I have known 
you always and I will tell you. My 
baby girl thinks her daddy is the 
only man in the world and for her 
sake I must stick it out.’’ 

‘““Why, don’t you appeal to his 
better self through the baby,”’ said I. 

She answered: ‘‘It might work.’’ 

Our friendly chats from time to 
time revealed the fact that the plan 





AWAY FROM HOME? 


Your checks are the only part of your 


service that a customer can carry home 
with him. 


How well do your checks measure 


up when they’re the only visible re- 
minder of your bank — when there’s 
nothing but their appearance to suggest 























the dignity and strength of your in- 
stitution ? 


Any way you look at it, La Monte 
National Safety Paper is distinct- 
ly better. Rich—dignified — hand- 
some. It advertises your bank in 
the way you really like to have it. 

Besides, it offers exceptional 
opportunities for a striking dis- 
play of private marks or emblems. 
It’s the standard in check papers 
—the choice of more than 60% 
of the nation’s progressive banks. 
Bankers, depositors — everyone 
identifies it instantly by its wavy 
lines. George La Monte & Son, 
61 Broadway, New York. 


FREE—An unusual 
sample book of checks, 
A-4, made on La Monte 
National Safety Paper. 





was working very satisfactorily. 
Another unusual example of the 
human element was encountered 
when a customer burst into tears 
while trying to answer the question: 
“What are your husband’s initials?’ 
or ‘‘Do you have one of those un- 
necessary evils around the house?’’ 
(If you can get them to laugh with 
you or at you, it helps to break down 
all formality and they will talk more 
freely.) She answered: ‘‘I—I have 


A Forecast For 
1930 


By LEONARD P. AYRES 
Vice President, The Cleveland Trust Co. 


HE year 1930 promises 

to be a year in which 
business will start poorly, 
and finish well, a year of 
more bond flotations, and 
fewer bank mergers; a year 
of more trust in invest- 
ments, and fewer invest- 
ment trusts; a year of 
renewed speculation with 
decreased tribulation; a 
year of reduced profit mar- 
gins and fewer margin 
calls; a year without so 
many shocks to the nerv- 
ous system, and without 
sO many warnings by the 
Reserve System. 





and I—I haven’t, we quarreled last 
night and he gave me this money and 
said that he was going away and that 
I would never see him again.’’ After 
many questions I learned that he 
was a good boy, worked hard and 
she loved him. That he was a Mason 
and also the names of some of his 
friends. I immediately talked by 
telephone with one of them. Later 
in the day the word came that this 
boy had agreed to go back home. A 
few days later a big husky fellow 
came into the bank and asked for me. 
After introducing himself, he 
thanked me for my interest in him 
and the way his wife was treated. 
Several days ago they brought in a 
big brown-eyed baby boy and seemed 
as happy as could be. 
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In ten years International 


Truck production has increased Seven-Fold, while the 
total truck production of the industry has only doubled. 


Starting in 1919, with a 15-year record of success- 
ful truck manufacture, and a production already 
well up with the leaders, International Truck 
production has grown seven times as fast as the 
total output of the industry. 

The steadily rising popularity of Internationals 
can be seen in every form of trucking from New 
York to Hollywood and on every kind of highway 
from the pavements of Pensacola to the back- 
country trails of British Columbia. 

Owners of International Trucks representing 
every type of business, large and small, are firmly 
convinced that Internationals deliver the very 
utmost in hauling satisfaction. 


This comparison, indicating the growing prefer- 
ence for Internationals, is offered in no vainglori- 
ous spirit but simply as a matter of public record. 

Please remember,too, that back of International 
Trucks stands more than a quarter of a century of 
automotive achievement and 99 years of experi- 


ence in general engineering and manufacture. 
* * * * * b 


International truck popularity is of a piece with the 
popularity of McCormick-Deering farm-operating equip- 
ment. McCormick-Deering 15-30, 10-20, and Farmall 
Tractors, and the many machines that comprise the 
McCormick-Deering line are rendering a tremendous serv- 
ice in saving labor charges, lowering the costs of produc- 
tion, and removing the drudgery from farm life. On every 
hand it is demonstrated that trucks and good equipment 
make the good farmer better. 


International Trucks include the *4-ton Special Delivery; the l-ton Six-Speed Special; Speed Trucks, 
114, 1%, and 2-ton; and Heavy-Duty Trucks to 5-ton. Sold through Company-owned branches at 176 


points. 


McCormick-Deering tractors and equipment are sold and serviced by dealers everywhere. 


INTERNATIONAL HARVESTER COMPANY 


OF AMERICA 
(INCORPORATED) 


606 So. Michigan Ave. 
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Chicago, Illinois 
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The Curious Power Of Glass 


(Continued from page 16) 
celebrate the hanging of two small 
medallions in the library windows of 
his city home—not because they were 
priceless antiques, but rather because 
they are striking symbols in pure 
color of the fanciful world he loves 
in poetry and music. 


Color Appeals to Feeling 


Color is like musie in its direct ap- 
peal to feeling, and Mark Twain was 
right when he said that ‘‘classical 
music is better than it sounds.’’ He 
might also have said, ‘‘ Lyrical color 





OF THE 100 
LARGEST BANKS 


is better than it looks,’’ for there is 
real point in saying that one must 
learn to see well as he must learn to 
hear—or to listen—well. To foree 
the comparison a little, we might add 
that dancing colored lights have their 
counterpart in blaring jazz music 
and it is possible that both expres- 
sions may have helped to encourage 
the modern painter in his eager ex- 
periments in patterned-color that in 
turn are stirring us with reminders 
of the color and form that is the old 
craft, stained glass. 

So it is not strange that architects 
and decorators and men of the world 
are uniting to discover onee more the 
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61 are equipped 
with S&G Locks 


Such sweeping endorsement can be the result of but 
one thing—consistently excellent performance of S&G 


products. 


The bank contemplating new protective 


equipment owes itself and its depositors a complete 
investigation of what Sargent & Greenleaf offers 


the banking world. 


Sargent & Greenleaf Inc. 







SG 


— 


32 


ROCHESTER 
BOSTON 


CHICAGO 
NEW YORK 





curious power and charm of glass in 
various textures and colors as it is 
related to all sorts of problems. 
There are qualities of white glass 
that not only shut out unattractive 
brick walls but that also seem to 
drag a pure illumination down from 
the sky, and so to outwit the dull 
shadows that haunt every city. There 
are surfaces and qualities in color 
that can seem to capture the light of 
other days and to sing from bor- 
rowed light and from the dimness of 
narrow streets in happy color of the 
ehanging seasons, of the world of 
fancy, or humor, or of high adven- 
ture. 

There is no reason why color-in- 
light may not serve us in offices, 
banks, shops and stores, as well as in 
schools and churches. When beauty 
is looked upon frankly as an asset 
anywhere and when gaiety and 
humor need not be denied anyone, 
we may be surprised to find how far 
our imaginations may be carried and 
how varied our reactions may be to 
bits of glowing glass in (say) a 12- 
inch medallion that sings of bravery 
or laughter, of great characters that 
have grown into symbols, like the 
friendliness of Saint Francis, the 
sympathy of Lincoln, the hearty 
good sense of Franklin, the trying 
days of early Americans, or the 
countless loves of novelists and poets. 





Your Market For Trusts 


(Continued from page 24) 

30 days later and, if necessary, a 
third piece of mail one month there- 
after. This attack produced in- 
quiries in excess of 8% of the group 
so circularized and resulted in the 
immediate despatch of the desired 
trust literature. 

The bank’s windows were used to 
display unusual posters calling to the 
notice of the passers-by that by mere- 
ly asking in the lobby, a financial 
booklet of benefit to them could be 
obtained without expense. In addi- 
tion, a lobby display was placed 
upon a table with a supply of book- 
lets. This form of merchandising 
has enabled the bank during the past 
year to place in the hands of inter- 
ested people more than three times 
the number of booklets distributed 
in any given year previous. 

Single sheet advertisements have 
been enclosed with the statements 
and cancelled checks mailed to the 
bank’s customers at the end of each 
month. Recently inquiries equiva- 
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What Profit does 
the Farmer Make ? 


GOOD crop in the granary does not represent 

profit to the farmer unless the cost of raising 
the grain is less than its market value. About 65 
percent of this cost is made up of power and labor. 
Furthermore, these operations are the only part of 
the expense over which the farmer has any definite 
control because they are largely a matter of mechan- 
ical efficiency. 


Crop production depends so much on mechanical 
operations that efficient farm machines are essential 
to profitable farming. No farmer can make profits 
unless his operating equipment is sufficiently com- 
plete and modern to enable him to cut his production 
costs to the minimum and do good quality work. 


Since 1842 Case has made uninterrupted and out- 
standing progress in the development of time and 
labor-saving farm machines. Case power farming 
machines offer the utmost in capacity, low cost of 
operation and long life, and are therefore the most 
profitable investment a farmer can make in operating 
equipment. 


Jj. I. CASE CO., Inc., Racine, Wis. 


CASE 


QUALITY MACHINES 
FOR PROFITABLE FARMING 








This Company has always 
specialized in building time 
and labor-saving machines 
that would enable farmers 
to increase their capacity, 
do better work and cut their 
costs. This same principle 
in design is applied to every 
Case machine. 
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lent to approximately 214% of the 
bank’s checking account customers 
resulted from one of these little stuf- 
fers largely because it carried a 
coupon requesting additional infor- 
mation from the bank. The booklets 
used by the Guardian are created by 
its business development department 
working jointly with the bank’s ad- 
vertising counsellor. The literature 
is written in simple language, is pre- 
sented in as brief form as possible 
and covers all the sales arguments 
ealeulated to arouse the prospect to 
immediate action, or to inquire 
further into the matter. 

An interesting sidelight on the 


bank’s attempt to eliminate all pos- 
sible resistance on the part of the cus- 
tomer to the trust idea, is its most 
recent booklet which eliminates the 
term ‘‘living trust’’ substituting for 
it the word ‘‘custodianship.’’ Many 
men seem to feel that when they 
create a trust fund they lose all con- 
trol over their affairs, whereas cus- 
todianship shows clearly that they 
still remain masters of their destinies 
while obtaining expert assistance in 
their personal financial problems. 


When love and skill work to- 
gether expect a masterpiece. —John 
Ruskin. 


The Massey-Harris Co. 
— with branches at leading 
distribution centers — are 
manufacturers of Modern, 
Time, Labor and Money- 
Saving Equipment including 
Wallis “Certified” Tractors, 


Massey-Harris Combined 
Reaper-Threshers, Swathers, 
Pick-up attachments, Pulver- 
ator, “The Plow Combine”. 
Successful farm equipment 
merchandisers since 1847. 


Good Equipment Makes 
a Good Farmer Better 





THe Massrey-Harris Co 


General Offices: Racine, Wis. 


Factories: 


Racine, Wis., Batavia, N. Y. 


Branches and Service Stocks at Leading Trade Centers 





The Bankers Librarian 


Inspiration For Bank Directors 


THE BANK AND ITS DIRECTORS 
by Craig B. Hazlewood, Vice 
President and Director, First 
National Bank of Chicago and 
First Union Trust and Savings 
Bank, Chicago; Chairman of 
the Board, Lake Shore Trust 
and Savings Bank, Chicago; 
Published by the Ronald Press, 
New York, 250 pages, cloth, 
price $3.50. 

Many a bank officer has wished there 
were some way to inspire his directors to 
help him manage the bank. Here is a 
book designed for that purpose. 

Mr. Hazlewood talks to directors in a 
practical way, telling them not only their 
responsibilities, duties and powers, but 
their opportunity for managing the bank 
for greater profits. 

He devotes an entire chapter to showing 
directors how they may take advantage of 
the opportunity to build their bank. He 
also covers the subjects of managing the 
bank’s funds, a sound loan policy, build- 
ing up the bank’s profits, the investment 
department, the trust department, the 
savings and miscellaneous department, and 
the bank’s organization and management 
policy. 

Mr. Hazlewood is one of the best known 
bank directors in the United States and 
has given special attention to bank man- 
agement, especially during his term of 
office as president of the American Bankers 
Association 1928-1929. During that period 
he promoted the first bank management 
conference ever held by the Association. 

This is a good type of book for any 
bank officer to read, but it is likely to be 
especially helpful to the bank, if its 
directors read it. 


Law Written For the Banker 


THE LAw OF COMMERCIAL 
Paper by Roy A. Redfield, Pub- 
lished by the Brady Publishing 
Corp., N. Y. City. Cloth 463 
pages, $6.50. 

Because so many books dealing with 
legal subjects are written in the legal! 
phraseology and are, therefore, difficult for 
the layman to follow, Mr. Redfield, who 
for many years lectured on commercial 
paper before the classes of the American 
Institute of Banking, has written this 
book in a manner and style calculated to 
be of use to the layman. 

The author has had considerable expe- 
rience with the questions which confuse 
bankers, so he has had the banker particu- 
larly in mind in writing this book. He 
deals with such subjects as: Form and 
contents of negotiable paper. Various 
provisions and their effect, varieties of 
negotiable instruments, the paper as a 
contract, clearing up doubts, consideration, 
signatures and liability, what the parties 
promise, transfer, secondary liability, 
maturity, and so on. 
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Union Cleveland Corp. New 
Securities Company 


The Union Cleveland Corporation has} 


been formed by The Union Trust Company 


of Cleveland for the purpose of the under 


writing, wholesal- 
ing and retailing 
of investment se- 
curities, continuing 
and further devel- 
oping the business 
formerly carried on 
by the Bank’s 
bond department. 

The new corpor- 
ation is fully em- 
powered to meet 
adequately the 
changing require- 
ments of modern 





JOSEPH R. NUTT 


business, and to offer a broad and flexible} 


financial and investment service both to 
corporations and investors. 
The Union Cleveland Corporation is 


owned by the shareholders of The Union| 
Trust Company. J. R. Nutt, president of | 


The Union Trust Co., is also president of 


The Union Cleveland Corp., and its diree-| 
tors and officers have all been identified | 
with The Union Trust Co. The direct} 


management of the corporation will be in 
the hands of A. C. Coney, vice president 
and general manager, and C. B. Lincoln, 
vice president. 


At a meeting of the board of directors 
of the UNION TITLE & GUARANTY 
CO., Detroit, held December 10, Edwin H. 
Lindow was elected president and John 
Stalker, formerly president, was elected 
chairman of the board. 


First Bank Stock Corp. 
Expands 


Extension of the activities of the First 
Bank Stock Corporation into the commer- 
cial financing field is to be undertaken 
immediately, according to an announce- 
ment from George H. Prince of Saint Paul, 
President of the Corporation. 

The Lumbermen’s Acceptance Corp. of 
Chicago, which has been operating nation 
ally, has been purchased by the First Bank 
Stock Corp. of Minneapolis and Saint Paul 
and its name changed to First Acceptance 
Corporation. 

The First National Bank of Austin, one 
of the 10 oldest banks in Minnesota, and 
among the largest in the secondary cities 
of the Northwest, recently affiliated with 
the First Bank Stock Corp., according to 
an announcement from Lyman E. Wake- 
field, president of the First National in 
Minneapolis and vice president of the 
holding company. 

E. Channing Kibbee, formerly Manager 
of the Minneapolis office of Salomon Bros. 
& Hutzler of New Y¥ork, was recently 
elected a vice president of the First Bank 
Stock Corp. of Minneapolis and St. Paul. 
Mr. Kibbee will be in charge of invest 
ments for the 76 banks now affiliated with 
the First Bank Stock Corp. and will assume 
his new duties immediately. He will be 
located in the Minneapolis offices of the 
First Bank Stock Corporation. 

















NE of the many surprising 
vistas in the largest single 
banking room in the world— 


mUNION.TRUST«a. 


CLEVELAND 
Resources over $300,000,000 
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St. Louis Bank Sends $100,000 
By Airplane 


The First National Bank in St. Louis 
again rescued one of its correspondents in 
Missouri from a possible run, by rushing 
$100,000 to the bank by airplane with one 
of its officers. 

False caused rather 
unsteady conditions with the correspondent 
bank, but upon receipt of the money the 
bank promptly resumed normal. 


rumors, as usual, 


The board of directors of the MERCAN- 
TILE-COMMERCE BANK AND TRUST 
CO. of St. Louis, Mo., recently voted three 
promotions in the Trust Department as 
follows: George O. Wolf, to become 
insurance trust officer; John J. Rabbitt 
and John G. Houlihan to become assistant 
trust officers. 


Pay Roll Banditry Most 
Costly Crime 


Pay roll banditry continues to be one 
of the most outstanding and costly crimes 
in the United States, according to Pro- 
fessor Raymond Moley, head of the de- 
partment of criminal law at Columbia 
University and chairman of a special com- 
mittee appointed last January by the 
National Crime Commission to investigate 
the pay roll problem. 


American Security Celebrates 
40th Anniversary 
The 40th anniversary of the American 


Security and Trust Co. of Washington, 
D. C., is celebrated with a remarkable 


During the Recent 
Stock Market 





—one of our Philadelphia clients (deposits 
$17,000,000) secured, in addition to the 


regular, over-the-counter new business:- 


1490 Savings Accounts with $451,110 
502 Checking Accounts with $961,322 
1340 Safe Deposit Box Rentals 


83 Trust Accounts 


At your bank during 1930, Organized Inter- 


nal Salesmanship will 


—protect your present deposits 
—produce more business from old 


customers 


—secure more than your share of the 
new business available 


May we tell you the name of that Philadel- 
phia banker? No obligation, of course. 


T. HARRIS SMITH ASSOCIATES, Inc. 


231 So. La Sallie St. 
CHICAGO 





123 So. Broad St. 
PHILADELPHIA 





record of growth, especially during the 
past 20 years. 

In 1900, the total deposits of the bank 
were $3,628,298.82. In 1910, these de- 
posits had grown to $7,190,583.74. In 
1920, the deposits were $22,429, 411.30. In 
1929, the deposits are $31,000,000. This 
company has capital, surplus and undivided 
profits of more than $7,400,000 which is 
the largest in Washington. 


Geddes Appointed To 


American Acceptance Council 


J. G. Geddes, vice president and head 
of the Foreign Department of The Union 
Trust Co., was appointed recently to the 
Executive Commit- 
tee of the American 
Acceptance Council 
composed of repre 
sentatives of the 
larger banks of the 
country. F. J. 
of the 


Zurlinden, 
Federal Reserve 


Bank, is the only 
other Cleveland 
representative on 
the Executive Com- 
mittee. 





J. G. GEDDES 


Nichols Elected Officer of 


National Shawmut Bank 


Announcement has been made by the 
National Shawmut Bank, Boston, of the 
election of Henry J. Nichols as a vice 
president of that 
organization. 

For eight years, 
Mr. Nichols was 
secretary and assist- 
ant to the presi- 
dent of the First 
National Bank of 
Council Bluffs, Ia., 
under the late 
Charles R. Hannan. 
Later Mr. Nichols 
came to _ Boston 
with Mr. Hannan 
as his assistant and secretary. After Mr. 
Hannan’s death in 1907, Mr. Nichols served 
as Treasurer and Director in almost all 
of the New England Companies which are 
largely owned by the individual members 
of the Swift family. He has continued in 
that capacity until the present time, when 
he will take over his new duties at the 
National Shawmut Bank. 





HENRY J. NICHOLS 


Fuchs’ Article Given Wide 


Distribution 


Frank Fuchs’ article, ‘‘Your Job De- 
pends On You,’’ published in the October 
1929 issue of THE BANKERS MONTHLY and 
written for financial advertising managers, 
was so well thought of by Preston Reed, 
Executive Secretary of The Financial 
Advertisers Association that he ordered it 
reprinted and sent it to all members of 
the Association. This means that it went to 
the advertising men in the leading banks 
all over the country. 
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ILLecibtLity . . . a dozen operations ... keeping Machine has ousted the pen in many 
inevitable mistakes. . . slowness .. . progressive banks. 


mounting expense. Unfortunate any- Remington methods mean simplification . 


where ... and especially so in the Loan speed ... unfailing . . . accuracy. Related rec- 
and Discount Department. There, book- ords are written, posted, detailed and proved 
keeping requirements are more exacting automatically and in one operation. Records 
than in any other department. For that and ledgers are kept up-to-date every day. 


"PAS sy . bs ay pea on "fe 2 
reason, Remington 23 Front Feed Book Efficiency mounts and expenses fall off. 


Accounting Methods Folder No. 10 tells of Rem- 
ington installation in a well-known bank. You'll 


find it unusually interesting. 


Accounting Machine Division 


Remington Rand 





This is Front Feed model 23 of the Remington line. Notice, 


Tickler, Register and Ledger, if desired, are posted at one B U Ss I NE S S S E RVI Cc E 


writing. Perfect registration — proved accuracy. BUFFALO, NEW YORK 
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a IDEAS ON BANK BUILDINGS 





Let’s Use Color In Buildings 


But Look Out! 
It’s A Dangerous Medium 


E humans are no doubt marked- 

ly affected by our environment. 
The inhabitants of barren, rocky 
lands are generally dour, serious and 
soberminded, whilst those of the 
sunny Southlands and the Orient are 
gay and festive and manifest those 
attributes or qualities in their love 
of bright colors. 

We have both sun and gloom in 
our land, but as far as architecture 
is concerned, the glooms seem to pre- 
vail, for we have been a strangely 
gray and sombre people in that re- 
spect; seemingly the old Puritan 
strain in us was very strong. 


By F. W. FITZPATRICK 


Consulting Architect 


And right there I want to express 
my appreciation of the honor shown 
me in being asked by the Editor of 
the BANKERS Monruuy for this ar- 
ticle on color. 

You see, that act was a splendid 
indice of real progress for, perhaps 
most naturally, the bankers of the 
days goné by were solidly arrayed 
against color. 


Color Is Here To Stay 


I’ve advocated it and done every- 
thing I could for it for many years, 
but in those days every time I tried 
to get away from our natural gloom, 














The panel above the main entrance is light yellow. 


38 


Courtesy of Northwestern Terra Cotta Co. 


Colored Terra Cotta gives the Laramie State Bank of Chicago a character all its own. The 
bulk of the color is a light pulsichrome. The trim is medium yellow. The window trim is green. 


some banker would bob up and put 
the stopper on because in such and 
such a building color should be 
verboten ; it was not a cireus. Color 
indicated lack of dignity, frivolity, 
so, presto, it was banned. 

The first break came in Washing- 
ton, D. C., 25 years ago, when a 
banker approved of our introducing 
oh, such a tiny spot of color here and 
there in (of all things!) a sacred 
bank building. 

The climb since then has been a 
hard one and we’ve received many 
rebuffs, but at last color seems to be 
here to stay. The bankers, the ar- 


Y FIRST offense was in 
’87 when I did a very 
costly home in a buff stone 
body with green stone trim- 
mings and a mottled tile roof. 
Bad luck attended it. My 
fellow architects scowlingly 
held it against me and the 
owner did something or an- 
other that got him into 
jail. 

Today we have some very 
fine examples of color in ar- 
chitecture. The Woolworth 
building in New York was 
the first big one in which a 
full palette, so to speak, was 
used. And it is a gem. 


In New York again there 
is a black brick building with 
gold trimmings, startlingly 
effective, especially when 
lighted up at night. Here in 
Chicago we have a green 
and gold tower. 
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INTERIOR 
ARRANGEMENT 


A KEY TO | 
ECONOMY 





By L. M. Brohammer 


CHAIRMAN OF THE BOARD 


St. Louis Bank Building 


and Equipment Company 


HERE are literally thou- 

sands of banks that could 
reduce their operating expense 
by building a new building. 
This is due to the fact that the 
interiors of their buildings are 
so poorly planned that extra 
help is needed and this, of 
course, means extra expense. 


The interior arrangement of a 
bank is so important that the 
best bank architects have experts 
who continually study the bank- 
ing business. 


The location of the officers, 
the location of the note teller, 
the location of the savings cages 
—each presents its own special 
problem, and when these are 
located with proper respect to 
the others, the bank may operate 
with greater economy. 


The location of the vault very 
often adds additional income or 
reduces the income from the 
rental of deposit boxes. 


The location of the trust 
department, the facilities pro- 
vided for trust conferences—both 
require special study and tech- 
nical knowledge. This is why it 
is so essential that a bank build- 
ing be planned by experts— 
experts who have made years of 
study the basis for scientific 
planning. 


An inconvenient arrangement 
has lost customers for many 
banks. On the other hand, a 
convenient arrangement has 
attracted customers to other 
banks. Interior arrangement is 
indeed a key to economy. 





PROVIDE 
Jor theFUTURE in polanning 
"YOUR BANK 













Designed, built 
and equipped by 


ST. LOUIS BANK 
BUILDING AND 


» EQUIPMENT CO. 






Ottawa National Bank and The South Side National Bank, 
First National Bank, Miami, St. Louis, absorbedthe Farmers 
Okla. Merged shortly after & Merchants Trust Company, 


construction commenced. after construction started. 


The Louisville Trust Company is in joint owner- 
ship with the National Bank o tof Kentucky, .forming the 


largest financial unit in the “Gateway to the South.” 


Pians for projected bank 
buildings should provide not 
only for normal increase, but 
also for the possibility of 
mergers, consolidations and 
unusual expansion. For twenty 
years we have been designing, 
building and furnishing nota- 
ble bank and office buildings. 
This breadth of experience 
has enabled us to conceive and 
develop new ideas, and to an- 
ticipate for the future needs of 
our Clients. It is part of our 
preliminary service to quote a 
guaranteed maximum cost be- 
fore construction commences. 


A copy of our booklet, ‘‘ Preliminary 
Service,” will be sent upon request. 


ST. LOUIS BANK BUILDING 
and EQUIPMENT COMPANY 


Designers, Engineers and Builders for Banks Exclusively 
Chieago . Saint Louis . Memphis 
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SHADED 


As The Will 
Dictates 


ATHEY SHADES are 
unique because any 
part of the window 
may be instantly 
shaded without jerk- 
ing the shade or touch- 
ing it with the hands. 
There are no springs, 
rollers or catches to 
stick or break. The 
Shades are by far the 
most attractive and 
durable, the material 
being sun fast and 
shrinkless, withstand- 
ing vigorous cleaning 
for many times. The 
last operativn in their 
manufacture is a thor- 
ough spraying in warm 
water. They are per- 
manently pleated and 
beautifully cockle 
finished. 

Ventilation from upper or 
lower window without flap- 
ping or torn shades. 


PRICES 
with samples on request 






































WINDOW 
SHADES 
and Cloth 
Lined Metal 
WEATHER- 
STRIPS 


ATHEY COMPANY 
6111 W. 65th St. Chicago 















YOUR TRUST 
DEPARTMENT 


can have its own House- 
Organ Magazine on Trust 
Services and secure gratify- 
ing results in increased 
business—under our unique 
publication plan. Sent di- 
rect to prospects, and paves 
the way to successful 
interviews and closings. 
Exclusive for one Trust 
Department in a city. 


Samples, analysis outline, prices 
submitted to any Bank or Trust 
Company official upon request. 


CRADDICK SERVICE, Inc. 


716—4th Ave. So., Minneapolis 


CRADDICK SERVICE, Inc. 
Minneapolis, Minn. 


Send us samples and prices of your House-Organ 
Magazine for the Trust Department. We would re- 
copies monthly. 








chitects, the laymen have accepted it. 
No longer relegated to movie theatres 
and restaurants, it is used with very 
considerable freedom everywhere. 
Egad, there really is a danger that 
some of our more enthusiastic young 
architects will overdo it and make 
our buildings a travesty, a bit gaudy, 
out-coloring even the most colorful 
Orient. We do those things some- 
times, jumping from one extreme to 
the other. 

But there is a 
ground. 

When I first entered the holy pro- 
fession of architecture, solemn gray 
stone and perfectly colored and 
uniform red brick were the order of 
the day—true dignity and solemnity 
in our buildings. 

My first offense was in ’87 when I 
did a very costly home in a buff stone 
body with green stone trimmings and 
a mottled tile roof. Bad luck at- 
tended it. My fellow architects 
scowlingly held it against me, and 
the owner did something or another 
that got him into jail! 

Later, many others sinned and a 
ghastly white terra cotta became 
quite the fashion. For some fool 
reason or other, such a building al- 
ways makes me think of a baby’s 
coffin or a wedding cake. 


happy middle 


How Color Was Developed 


But the terra cotta people, artistic 
nanufacturers, worked zealously to 
instill better ideas of color. They 
offered splendid contributions in 
their product, labored with the archi- 
tects, published artistic booklets, of- 
fered prizes and really were the 
principal factors in introducing 
color in our American buildings. In- 
terested motives to a degree, granted, 
but, nevertheless and notwithstand- 
ing, they did a good work and a big 
work and deserve the greatest credit 
for a real artistic achievement. 

Today we have some very fine ex- 
amples of color in architecture. The 
Woolworth building in New York 
was the first big one in which a full 
palette, so to speak, was used and it 
isagem. All credit is due Architect 
Cass Gilbert. Later more daring 
contrasts and effects were indulged 
in. 

In New York again there is a 
blaek brick building with gold trim- 
mings, startlingly effective, espe- 
cially when lighted up at night. Here 
in Chicago we have a green and gold 
tower, but, generally we’ve been a 
bit more timid than the New York- 


ers, yet we're well on the way. 

There is no use in concealing the 
fact that there is grave danger in 
color. You ean’t make a building 
other than ridiculous by just slop- 


Some Sources Of 


Color In Buildings 





Black, blue, white and gold 
are used against a bright or- 
ange background in the new 
building of the Union Trust 
Co., Detroit. One tower is 
shown. 


1. Terra Cotta—all colors. 

2. Marble—every imagina- 
ble blend. 

3. Slate—red, green, purple 
and gray. 

4. Bricks--red, green, buff, 
browns, blacks, purple and fine 
tapestry ranges. 


5. Enamelling on brick. 


6. Trimmings—black, deep 
purples, orange or gold, blue, 
red, green, and so on, as desired. 

7. Colored tiles for trim- 
ming. 

8. Colored lights in towers. 





ping color, any color, on it. And 
that’s what a great many people are 
doing. And you can’t make any 
hard and fast rules for doing it well. 

An artist ‘‘feels’’ color. A good 
one instinetively does it right. All 
you ean do is to see that a real artist 
is entrusted with that work on your 
building. Color must not be lathered 
on, 


How Colors May Be Used 


The logical thing seems to be to 
adopt some one uniform and pleasing 
shade running all through the com- 
position as a field or body, with the 
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ornamental 


parts brought out in 
contrast or harmony. And buildings 
with a Southern exposure require an 


entirely different treatment than 
those facing North. The latter need 
aceentuation of ornamental relief, 


generally making the high relief very | 


bright and light and the deeper 
cuttings of black, and the ‘‘field’’ a 
lighter color than one need use for a 
Southern exposure. 

Some there are who try to evolve 
an exact science out of it all and 
they fail miserably. 
to formulate unvariahle rules—a 
blue here, a pink there, generally 
based upon some alleged principles 
discovered in the coloring of ancient 
or medieval architecture. 


Those old boys did some very 
beautiful coloring and some atro-| 
eiously glaring bungles, just as we | 


are doing today. Their advantage is 
that age has mellowed and softened 
it all and imparted the glamour and 
charm of the long ago to their work: 
ours is, at best, of but 30 years dura- 
tion! 

Few of our big buildings endure 
longer than that ; not that they could 
not stand for hundreds of years, but 





They attempt | 





our march onward is so rapid we 
tear them down in about that time to 


replace with much higher and more 
convenient ones. In my own fifty 
years’ experience I’ve been called on 
to replace what I had thought were 


masterpieces that would hold their| 


own for eons, with taller and cost- 
lier structures. In one case an early 
effort has had two successors de- 
signed by me! Our buildings don’t 
get the time to mellow, so, presto, we 
should do them all the better and 
without depending upon that soft- 
ening influence of old Father Time. 

Naturally a bank, a state or city 
building, a library or a prison should 
be less colorful, more restrained, or 
dignified, if you will, than a movie 
theatre, hotel, exhibition building or 
dance hall. 


Architect Must Be An Artist 


In the quantity or degree as well 
as in the selection of colors, one has 
to be guided by good taste, the 
eternal fitness of things, rather than 
by any hard and fast rules evolved 
by our psuedo scientific brethren. 

If your architect is not a man of 
good taste and real experience, your 
blood be upon your own head; why 
did you employ him? 

With so many banks all about us, 
and so many other structures con- 











SCIENCE 


VERSUS 


BANDIT | 


Are you familiar with the enormous strides bank 
protection methods have made during the last year? 


CHEMICAL WARFARE GAS DAYLIGHT 


HOLD-UP PROTECTION 


Is the only protection which does not ask for 
nor need outside help. It is complete in itself. 






UR Gas Protection is endorsed and adopted by the United States 

Government and over eight thousand Banks and has a greater per- 
centage record of saving Banks than any other form of protection. On 
December 7th, 1929, at Viola, Tennessee, we saved our one hundred forty- 
eighth Bank from actual attack. On November 26th, 1929, at Pana, Illinois, 
we saved our ninth United States Post Office from attack. 


The American Bankers Association admits that Day Robbery is increasing 
every year. Figures show six hundred sixty Daylight Robberies in 1921 as 
against three thousand two hundred seventy in 1927. 

The methods of attack used by bandits today, both in Daylight Hold-ups 
and Night attacks, have made old Protective Systems obsolete— yet, as 


always, the bandits’ new methods of attack are only successful against 
Banks not equipped with new methods of defense. 


Our New Chemical 
System Accomplishes 
Three Results 


We deter a big percentage of 
attemps before an actual attack 
is made by the display of our 
“Gas Warning” Sign. 


Our Guarantee 


Is Without Precedent 
Among Bank Pro- 
tection Systems 
We guarantee, where our Gas is used, 

to refund the full purchase price: 


1 If any employee or customer is 

* injured by bandits. 

2 If any loss is sustained in the 
* course of a holdup. 


We prevent shooting in your 
Bank and the consequent loss 
of lives of customers or em- 
ployees. 


3 If, in any respect, the System 
* fails to operate. 


We make the successful com- 
pletion of a hold-up impossible. 


You want protection for yourself. You owe protection to your customers and employees. 
Could any organization afford to make so positive a guarantee unless the actual 
performance of our System had already been demonstrated? 
Why Not Get The Facts Today? A simple request from you, without ob- 
ligation, and we will promptly place before you the results of our long 
experience, research, and development—that actually does protect against 
the utmost skill of the modern bandit. 


No One Knows Where or When The Next Attack Will Come! Asa 
Banker, you will never forgive yourself if you allow a customer, 
friend, or employee to be killed in your Bank when there is now 
a sure method of preventing it. 


ANAKINZPROTEX 





BURGLAR- PROOF PROTECTIVE EQUIPMENT 


DIVISION OF 
THE LAKE ERIE CHEMICAL COMPANY, CLEVELAND, OHIO,U.S.A 
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FRUSTRATING 
THEDAY LIGHT 
HOLD UP 





The Daylight Bandit has 
Modernized... 
Have You? 


Yes, of course, you have the new 
vault, bookkeeping machines, and the 
other modern appurtenances of busi- 
ness... BUT... how about your 
protection equipment? Are you still 
using antiquated systems? 


The bandit is modern and his mod- 
ernizing has made him more success- 
ful. Look at the daily press . . . the 
answer is there. The bandit has mod- 
ernized. The banker hasn’t. You are 
being fooled, not the bandit. 


You owe it to yourself, your em- 
ployee, and your customer, to be as 
modern as the bandit and provide 
protection that is fool proof, discour- 
ages the attempt at hold-up, and 
operates 24 hours a day without 
maintenance cost, nothing to get out 
of order. Your present fixtures used, 
adding dignity and beauty thereto. 


Keep your prestige as a modern bank 
by practicing safety in the full sense 
of the word. 


Wise Protection is open defiance to 
the bandit and discourages his at- 
tempt at hold-up. 





Write Us for Specifications and 
Quotations on This Protection. 


SHH AWESE €O.ine 


PROTECTION ENGINEERS 
SYNDICATE TRUST BUILDING 
ST. LOUIS,MISSOURI 


Established 18 9 9 
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trolled by bankers in which so 
blamed little real good taste is shown, 
it is a matter of some wonder and 
speculation as to how and why some 
of those architects were selected. 
Just awhile ago a very distinguished 
body of experts averred that but 8% 
of Chicago’s new buildings deserve 
any attention, as far as the artistic 
is concerned, and all the others might 
as well be at the bottom of the lake. 
New York, in their estimation, stood 
about 4% higher. 

In using natural materials, gran- 
ite, stone, marble, slate, and so on, 
lower gamut of color is the result, 
though even there we have black and 
gray and red granites, marbles of 
every imaginable blend—gray, red, 
green, pink, white and brown stone; 
red, green, purple and gray slates 
and beautiful effects are obtainable, 
but at almost prohibitive cost. There- 
fore we resort to bricks and terra 
eotta in which wider and more bril- 
liant effects are possible at low cost. 


Colors Now Available 


In bricks we have reds, of course, 
and grays, buffs, deep mottled 
browns, blacks, purple and _ fine 
tapestry ranges, all of moderate 
cost. There has been evolved a 
method of enamelling and coloring 
even cheap ‘‘common”’ brick that so 
eolored would cost but negligibly 
little more than in its raw state. 
Many architects love the rough, un- 
even texture of common brick, espe- 
cially in home-building, but its color 
is so ugly. A very wide field is 
opened by this invention. 

It is in terra cotta that the great- 
est range and greatest possibilities of 
color are obtainable. 

Today, in that medium, we in- 
dulge in fields or body-colors of 
cream, old ivory, buff, tan, gray, 
pink and light greens—the sunny 
colors. In decoration of trimmings, 
black, deep purples, violet, metal- 
green, yellow, orange or gold pre- 
dominate, with touches of blues, 
reds, and deep greens. 

Very beautiful effects are possible, 
dignified or festive, as location or 
use of building demands, and are 
being used by the cognoscenti (the 
fellows of good taste) and we are 
correspondingly cheered, impressed 
and helped thereby, for, truly color 
is helpful to us mentally, indeed 
even our digestion is pleasantly in- 
fluenced by color. 

But we have to admit that in the 
hands of the unblessed, color is a 


Safeguarding 


Customers’ 


Con fidential Business 


Vi THEN you telephone to custom- 
ers do you broadcast to listeners 

the fact that he has renewed a note, 

or discussed other confidential 

matters? If so—why not give con- 

sideration to pro- 

vision for phone 

privacy by using 

the Hush-A-Phone? 


grime arenas 
Hush-A-Phone for 
' Standard desk 
i phone. Snaps in- : 
' stantly on the i 


= mouthpiece. i 


years 


For the “‘French’”’ Phone 


we announce the 


NEW HUSH-A-PHONE 
Ts is a beautiful object in bake- 


lite having the appearance of a 
desk clock, and functioning as a 
phone silencer. Space does not per- 
mit of illustration. We will be pleased 
to send literature on either model. 


Just Write 


“Please send literature on “French” 
Model ( ) Regular Model ( ) 


Shuman 


Hush-A-Phone Corporation 


43 West 16th St., New York City 





Advertising Spa 


FOR RENT 


But just like Mytyl and 
Tyltyl, to their surprise, 
found the bluebird of hap- 
piness in their ownkitchen, 
if you’ll look onthe shelves 
of your own stock room— 
there you'll find that free 
advertising space. 

Thousands of envelopes where- 
on you may use all of the space 
save the right-hand three and 
one-half inches. The space is 
paid for, anyway. All that is 
needed to tell your story is a bit 
of printer’s ink at a cost of, say, 
fifty cents a thousand envelopes, 
each with an audience of three 
(not counting the postman). 


Is there cheaper advertising 
anywhere? 


Heco Envelope Company 


4500 Cortland Street 
CHICAGO, ILL. 
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two-edged sword and can be used to 
outrage our every sense of well being. 
Personally, I feel that I’m an espe- 
cially good-natured, easy-going chap, 
yet there are certain buildings I oc- 
easionally pass, highly colorful ones 
too, that make me swear—enough to 
make even the proverbial fish wife 
or mule driver blush. 
A New Method of Applying 
Color 

Now that color seems fairly estab- 
lished, has made a place for itself in 
our midst and needs no more prop- 
aganda or urging upon our reluc- 
tant citizenry, I’ve been playing with 
a method of making it perform a 
double function. Experiments and 
study convince me that in terra cotta 
much, if not all the relief work or 
ornamental, can be left off and 
smooth, plain, uniform surfaces sub- 
stituted. Upon these surfaces as 
elaborate and ornamental effects as 
one desires may be obtained in 
enamelled colors. 

Especially upon high buildings I 
defy anyone to tell what is relief and 
eolored pattern and what is color 
alone—if the latter is properly and 
cunningly done. But it cuts the cost 
of terra cotta in two and makes it 
just that much easier to keep a build- 
ing clean. <A ‘‘new art’’ if you wish. 

A pleasant, beautiful and oh so 
interesting field to dabble in is color 
and so challenging and satisfying! 

Right in that line here’s something 
analogous if not pertinent to our sub- 
ject. I happen to know quite a num- 
ber of bankers, supposedly all hard, 
matter of fact, practical men dealing 
with the essentials of economic life. 
Well, a surprisingly large proportion 
of them, along in late middle life, 
have taken up a new hobby. And 
what do you suppose it is? Of all 
things, for so material a profession 
as theirs, they ’ve taken up painting! 

Perhaps it’s the urge in all of us 
to do something as an avocation un- 
usual, widely remote to our daily 
grind. But, frankly, the combina- 
tion of a banker-painter rather gets 
me. The joke of it is that most of 
them do it well, too. But perhaps 
after all a banker is at heart an ar- 
tist—which may account for The 
Bankers Monthly asking for this in- 
formal chat on color. My prayer is 
that it may be of some interest to 
this journal’s readers and help them 
in their laudable efforts to achieve 
greater beauty, and more colorful 
beauty, in the buildings they con- 
trol. 
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YALE BANK LOCKS 


Tue First National Bank, Bing- 
hamton, N. Y., has’ equipped its 
1100 safe deposit boxes with Yale 
Concealed Indicator safe deposit 
locks No. 3705C. 





Halsey, McCormack & Helmer, Inc., N. Y. C. 
Architects and Bank Engineering 


The country’s finest safe 
deposit vaults are equip- 
ped with YALE Locks. 


Diebold Safe & Lock Company, Canton, Ohio 
Builders of Vault Equipment 


THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U. S. A. 





YALE MARKED IS YALE MADE 











The Seal That Guarantees Safety = 


SEND FOR SAMPLES B ANKER’S 
FISH SKIN SEALS 


FOR REGISTERED MAIL 




















No Trouble, Just Moisten 
and Attach Like a Stamp 


Now In Use At Over Four Hundred Banks 
and Brokers Offices. Write Today! 
Manufactured Only by 
DAVENPORT-TAYLOR MFG. CO. 


412 Orleans Street, Chicago 
NEWYORK — SANFRANCISCO — 





BOSTON 











BANKERS TRAVEL SERVICE 
ENCOURAGE TRAVEL : 


It will help to sell Travelers Checks, Vault Space, Trust Accounts, and Investment Service 








Going To California? 


T would be hard to find anybody who 
I doesn’t cherish the visiting 
California, where the gentle rains of early 
‘*winter’’ 
that 
of roses and miles of every sort of blossom 


hope of 


produce a profusion of flowers 
challenges the imagination—amillions 
edging the walks, the drives, and even the 


streets—a gay riot of color in a elean, 


green world. 

The Santa Fe and Burlington Railroads 
again this winter will conduct a series of 
five traveling house parties to California 
and back on the all-expense, escorted plan 
—one in January, two in February and 
two in March. Everything is to be planned 
in advance and everything paid in ad- 
vance in a lump sum which includes rail- 
road fare, Pullmans, hotel accommodations, 
motor transportation, all meals, sightsee- 
ing, sidetrips—in short 
item of expense. 


every necessary 

An escort and tour manager does all the 
work and also all the worrying—if any is 
to be done. There are no Pullman or hotel 
reservations to make, no baggage to check, 
no bother with timetables, no 
Traveling is done in special Pull- 
fast trains, as 
motor cars, hotel rooms are assured; meals 


bags to 
earry. 
mans on well as in fine 
arranged for in advance. Everything is 
planned beforehand right down to the last 
detail. 


These tours are planned so that they 





Based on more than 50 years 
of service by Rand M¢Nally 
& Co. to banking and trans- 
this 


portation, monthly 


department presents timely 


features of interest to both. 


embrace the most interesting things to do 


and sights to see. Tours require 22 days 
include the Indian 


detour of New Mexico, Grand Canyon Na 


and following: the 


tional Park, points in Southern California, 


including Los Angeles, Riverside, Pasa 
dena, Catalina Island, San Diego, Tia 
Juana in Old Mexico, Yosemite National 


Park, San Francisco, returning via Feather 


River Canyon through Salt Lake City, 
Denver and Colorado Springs. 
You will enjoy yourself—have a good 


time—on one of these tours. They repre 
sent a sound, sensible travel plan that is 
not an experiment in any sense and the 
resources and the reputation of the rail- 


roads stand squarely behind them. 





The Northwest Route To 
The Coast 


Many travelers to and from California 
who wish to enjoy as much as possible of 
United 
States and perhaps include an ocean cruise 
along the Pacific Coast in their trip, are 
having their tickets read via the Northern 
Pacific Railway. 

Plains and mountains of the Northwest, 
the northern Pacific and northern 
California are thus ineluded in the rail 
road journey which is replete with historic 
interest and traces, for hundreds of miles, 
the transcontinental trail of 
Clark. 

Regular steamship _ sailings 
Seattle, Portland and California 
present the option of a sea voyage. 
fast schedule of the all-Pullman North 
Coast Limited reduces the extra time re- 
quired for the California trip by this route 
and all-year tourist tickets make available 
the additional sightseeing at 
cost. These attractions are finding favor 
with the ‘‘ winter dodger. ’’ 


the finest scenery of the western 


Coast 


Lewis and 
bet ween 
ports 

The 


moderate 


Brokerage Service On 
Havana Run 


The installation of a brokerage office on 
the Caronia in the mid-winter Havana serv 
ice is announced by the Cunard Line. This 
extension of brokerage 
beard follows the 


service on ship- 


suecessful experiment 


wine 





Puyé Cliff ruins | on the Indian detour of the Atchison, Topeka and Santa Fe Railroad, centuries ago was the center of a dense population. 
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SMALLER | 


and more convenient 


_ American Express 
Travelers Cheque 
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FOR BANKERS CHEQUES OF HEW TORK 





“2 The above illustrates the relative size of the new and old Cheques |e 


ANY of your depositors are probably num- 

bered among the 850,000 travelers who 
carry American Express Travelers Cheques dur- 
ing the year. They will be pleased when you 
show them the new Cheques, because they are 
much more convenient. Eight notable features of 
this travelers’ universal currency are: 


1. The new Cheques are smaller... have one 
fold...and make a thinner, more compact 
wallet. 

2. The fold does not interfere with the two 
signatures. 

3. The Cheque covers are thinner, more flex- 
ible, of better quality. 

4. They fit nicely into the ordinary wallet or 
bill-fold designed for the new Government 
bills. 

5. For the women—they nestle into any size 
handbag without crowding. 

6. For the men—they slip comfortably into 
the inside pocket. 

7. Their small size enables the traveler to pro- 
vide himself in advance with sufficient funds 
for his entire trip. 

8. The general appearance of the Cheque is 
unchanged—same blue color, same signature 
method of identification. 
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Though both sizes of Travelers Cheques will be 
in circulation for a period, both will be readily 
honored. This situation is comparable to the 
larger and smaller U. S. paper currency. 


The reduction in size of these Cheques is an-' 


other evidence of the American Express Com- 
pany’s alertness to travelers’ needs, whether it 
be a matter of safety, helpful personal service, 
or, as in the present case, a matter of greater 
convenience for patrons. 


phe Ipdabiity 


ERICAN 
EXPRESS 
Uravelers cheques 


Steamship tickets, hotel reservations, itin- 
eraries, cruises and tours planned and 
booked to any part of the world by the 
American Express Travel Department 
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N important conference to stimulate the development of 
trust business, took place last October under the auspices 
of The Equitable Trust Company, New York City. 

For several years Equitable has pioneered in the new and profit- 
able field of life insurance trusts. We felt our correspondents 
might benefit if we shared our tried and successful experience 
with them. , 

Therefore, at our invitation, 150 trust officials came from 25 
different states to learn how the ownership of life insurance can 


be utilized to develop new trust business. 


Judging from the enthusiastic letters we are receiving, the 
methods discussed at the conference have already proved helpful 
to the institutions represented. 


This conference was one of the many ways we have found to 
be of practical assistance to our banking friends. If you have 


not received a report of this Trust Development Conference, 
write us for your copy. 


The Correspondent Banks Department of 


The Equitable Trust Company 


OF NEW YORK 


11 Broad Street 


DISTRICT REPRESENTATIVES 


LONDON + PARIS «+ MEXICO CITY 








CHICAGO: 105 South La Salle St. 
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“Gates of the Mountains.” This delightful view along the Northern Pacific Railway 
shows the Missouri River cutting its way through the Rocky Mountains. This effec- 
tive scene is near Helena, Mont. on the northwest route to the pacific coast. 


early last summer when a board and trad- 
ing room was established on the S. 8. 
Berengaria by M. J. Meehan & Co. 

The Caronia, one of two Cunarders mak- 
ing the run to Havana will be equipped 
for trading purposes in similar fashion to 
most brokerage houses in the United States, 
except that reports of quotations will Le 
received by wireless rather than over a 
ticker. Board boys will keep the quota- 
tions posted as fast as they come over the 
air. Orders to buy and sell will also be 
speedily transmitted by radio. 


Ocean Trips Now a Delight 


John J. MacIntyre of the Cunard Line 
describes in a most interesting way some 
features of an ocean trip. Here is a part 
of what he says: 

‘* Voyaging today has lost all the un- 
comfortable features of the past. Now a 
trip across the ocean is as pleasant as a 
week’s stay at a high class hotel. There is 
even more freedom. The deck is safer than 
any street in the best regulated town. All is 
like a pleasant dream. The ships are too 
large, too heavy to be tossed about by the 
surging waves, which, by the way, surge 
only during the few big storms of the 
year. 

‘*Whether you sail on the 52,000 ton 
‘* Berengaria’’ or the 20,000 ton ‘‘ Seythia’’ 
the satisfaction is much the same. It is so 
different from what you expected that it 
is really delightful. You hesitated about 
starting the trip, but you find yourself only 
too anxious to repeat it with all its pleas- 
antries.’’ 


Vacation Cruises to the 


West Indies 


Announcement from the Royal Mail 
Steam Packet Co. says that the 14-day 
vacation cruises inaugurated last year and 
made on the steamship Araguaya, will be 
continued this year. 

The series includes eight separate cruises, 
each of 14 days duration. They include 
visits to five of the West Indian ports of 
principal tourist attraction, Havana, San- 
tiago de Cuba; Kingston, Jamaica, Port 
au Prince, Haiti, and either Nassau in the 
Bahamas or Hamilton in Bermuda. 


Kungsholm to Make West 
Indies Cruise 

An announcement from the Swedish 
American Line is to the effect that West 
Indies cruises on de luxe motorliner Kungs- 
holm will leave New York City February 1 
and February 22. The February Ist cruise 
will return to New York February 18 and 
the February 22nd eruise returns Mareh 11. 

Included in this eruise are the following 
ports of call: February 1st cruise, San 
Juan, Porto Rico; Santo Domingo, Santo 
Domingo; Kingston, Jamaica; Havana, 
Cuba; Nassau, Bahamas. 

The stop at each port is sufficient to 
enable passengers to thoroughly acquaint 
themselves with each place. 


Round The World for $1,250 


Winter travel is especially emphasized 
by the Dollar Steamship Line and the 
American Mail Line that provide regular 
weekly and bi-weekly sailings from Ameri- 
ean ports for cruises to any world port or 
a eruise entirely around the world. The 
price of $1,250 is quoted for a round-the- 
world trip. This is a first class ticket, in- 
eluding transportation, meals and accom- 
modations aboard ship. 





A Good Source of Travel 


Information 


The American Traveler’s Gazette, pub- 
lished by Thos. Cook & Son is an illustrated 
journal devoted to travel and is published 
monthly. It contains a wide variety of 
information about travel all over the world 
and is, of course, timely in its monthly 
issues, 


More Trips To Hawaii 


During the first three months of this 
year, the Los Angeles Steamship Co., op- 
erating a direct line of luxury cruisers over 
the southern route between Los Angeles 
and Hawaii is giving its two larger liners, 
the CITY OF HONOLULU and the CITY 
OF LOS ANGELES a faster turn-round at 
Los Angeles. This schedule, which does 


A NEw 
CONVENIENT 
SUCCESSFUL WAY 


to Increase 


SAVINGS 


ANY banks, perhaps your bank, faces 


the problem of serving those who find 
it difficult to visit the bank during banking hours. 
Yet if these depositors only could, they would prove 
the best kind of customers for you. There is a way 
to serve them. Many banks have found it. It is to 


use the TWO-WAY ENVELOPE. 


Banking-by-Mail Made Easy 

with TWO-WAY ENVELOPES 
—=— 2 Two-Way envelopes give 
a ss depositors everything - 


Sys «they need to do banking 
- Se oe by mail. Better, the serv- 


ice is entirely in one piece 
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quests, and both delivery 
and self-addressed return 
envelopes. The novelty 
and convenience of this 
new banking aid makes it 
effective where more cost- 
ly advertising often fails. 


Let us send you the facts. No 
obligation. Simply write to 


The Two-Way Envelope Co. 


923 Leamington 
Minneapolis, Minnesota 


The New, 
ALUMISTEEL 
Vault Step 


Wins Exceptional 
Approval 


ANY banks that first sent for one ALUMI- 
STEEL vault step are today ordering from 
two to six additional steps. Is that not 

proof of the unusual satisfaction this new step 
gives? You too will find this new step exactly 
what you are looking for. One-piece steel frame. 
Aluminum treads. Rigid, wearproof, slip-proof, 
tip-proof, easy to move around. Just the thing to 
match that attractive vault and to please cus- 
tomers who rent those high-up boxes. Sent on 10 
days’ approval. No obligation unless satisfied. 


MAIL THIS COUPON TODAY! 


| INTERIOR METAL EQUIPMENT CO. | 


| 844 Rush St., Chicago | 


| Gentlemen: Please send for 10 days free | 
trial your new ALUMISTEEL vault step, 


| charges prepaid. B.M. | 
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R. BANKER, do you know why the BANKERS 
DIRECTORY is regarded by users as the standard 
work of its kind—why it is looked upon as a necessity in 
most of the banks, large and small, the country over? It 
is because this directory stands without equal in answering 
quickly and authoritatively the scores of questions that 
pop up daily in banking work. More than 50 questions o 
are answered about every bank. In addition, there is a m 
vast amount of other banking, commercial and financial € 
information, compiled in the handiest form, and known 7 
as a result of our 57 years of BANKERS DIRECTORY ; 
publishing experience to be vitally important. Read the , 
table of contents shown. Not only is the BANKERS 
CONTENTS DIRECTORY complete in the facts it contains, but it is h 
Ths now 1900 adlelen of the ee It = a 2 every year and 
BANKERS DIRECTORY will pubiished nearer the date of the information it contains ; 
: i . than any other directory available. 
contain the following infor- 
i mation: Next month the new 1930 edition will be announced. It . 
will bring you more than 3000 pages of indispensable } 
1 1900 pages listing all banks, offi- banking information. Please remember, it is a sub- ] 


cers, liabilities, resources, and scription book and orders must be placed in advance. 
’ “Sy Sy ¢ 

principal correspondents. Also - - 

leading investment houses. 





A 52-page bankers’ service guide. 


70 pages listing Canadian banks, 
officers, capital. 





F \ ERO oo ok tae 
An 88-page list of selected Foreign Seka i ' / Sy meg ENR 
banks and bankers. i mul, debits 
A 106-page list of bank-recom- ome | A EB 
mended attorneys. 
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146 pages of banking and com- Re 


mercial laws. a9, 0s. taeda 

102 pages of accessible banking a ere hack itend 
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355 pages listing directors of $™teu yl ene bon 
national, state, savings banks and Reems ‘ 
trust companies. Ae ae 
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362 pages of maps, postage facts, 
Bankers Association officers, In- 
vestment and Mortgage officers, 
comptrollers calls, bank exami- 
ners, foreign coinage, interest 
rates, Federal Reserve informa- 
tion, Joint Stock Land Banks, 
and the like. Every bank, in- 


' 
vestment house, bank supply The most careful study of bankers’ requirements has 











dealer, and leading business house enabled us to arrange the facts in this BANKERS 
needs this directory. DIRECTORY in the most logical and convincing form. 


IRAND ME&NALLY & GomirPANY 


536 S. Clark Street, Chicago 150 Nassau St., New York 
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not in any way curtail the stay of pas- 
sengers in Hawaii, results in the saving of 
several days at Los Angeles between 
voyages, and gives the company five sail- 
ings a month instead of four as heretofore. 
The amplified schedule has been made to 
meet the demands of winter travelers to 
Honolulu, as these months represent one of 
the peaks of traffic. Another such peak, 
equally noticeable, is evident during the 
summer months, as Hawaii, with its per- 
petual spring-like climate, is said to be 
equally attractive at any season of the 
year. 


Events To Lure Americans 


Abroad In 1930 


E. L. Walsh, of the American Express 
office in Chicago, says that 1930 will be the 
most interesting year in Europe that Ameri- 
cans have ever experienced. Though there 
are always things stirring abroad, the 
events scheduled for 1930—festivals, art 
exhibits, carnivals, fairs, tournaments— 
promise to overshadow all former years. 

Seville, where winter never comes, opens 
her World’s Fair Exhibition in January, 
to continue until June. And at Barcelona 
an International Exhibit will hold forth 
until the late spring. 

Italy has the famous Seala Theatre at 
Milan to offer to musie lovers who arrive 
in January. The opera will be open until 
May. 

In Holland throughout 1930 there will be 
an extremely interesting exhibit at Poster- 
holt, near Roemond, of pre-historic articles 
excavated in the district. 

In February, the gay carnivals of the 
French Riviera take place, and the fashion- 
able throng revel in the Battle of Flowers 
and the Redoute Bals. 

In Hungary’s capital, lovely Budapest, 
through which winds the blue Danube, of 
Johann Strauss’ fame, the Exhibition of 
Italian Fine Art will be held, from Feb- 
ruary 9 to March 24. 

Sweden will be a bee-hive of interest 
throughout the year. The paintings of the 
renowned Anders Vern and Georg Pauli 
will be exhibited at the Liljevalech Art 
Gallery in Stockholm, the former in March 
and the latter in April. 

Those who will be in Stockholm on April 
24, will witness a celebration of the people 
—the Nordenskiold Jubilee—as it will be 
the 50th anniversary of the valiant voyage 
of the Vega through the Northeast passage. 
And those there on May 28 will see the 
Midnight Sun at Abisko. This ‘‘marvel of 
the northlands’’ lasts for two months, 
until July 28th. 

When spring comes to Vienna, gay and 
musical capital of Austria, it will be wel- 
eomed by the Spring Fair in the week be- 
tween March 9 to the 16. And at nearby 
Salzburg, the annual Music and Dramatic 
Festival will be held in August. 

In Munich and Bayreuth, in Germany, 
the annual Wagnerian and Mozart Operatic 
Festivals will be held in July and August. 
At Bayreuth the performances will include 
Tannhauser, Parsifal and the Ring. 

England will lure many tourists with 
the Shakespearean presentations given 
throughout the summer at Stratford-on- 














fastest, 
fine fare train 
fo Southem Glifornia. 


No wonder Hollywood “Stars” and _ 
the “Stars” in every profession and 
business go Santa Fe and ride the 
Chief. 

New equipment this season. 

There is no extra fare on the 
fast California Limited nor Grand 
Canyon Limited, or on the Navajo, 
Scout and Missionary. 

The famous Fred Harvey dining 
service is another distinctive fea- 
ture. Automatic block signal safe- 
guards, too. 


The Indian-detour 
mail coupon Grand Canyon Line 


W.4J. Black, Pass. Traf. Mgr., Santa Fe Sys. Lines, Railway Exch. , Chicago 
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Avon, Shakespeare’s birthplace. 

And Heidelberg, Germany’s famous old 
university town, will also present Shakes- 
pearean plays, enacted out-of-doors on the 
ancient Castle grounds. 

In old Augsburg, founded by the 
Romans, there will be the Celebration of 
the 400th Anniversary of Lutheran Con- 
fession, June 19th to the 25th and Sep- 
tember 21st to the 28th; Historical and 
Cultural Exhibitions will be open through- 
out the season. Protestants of all nations 
are preparing to visit this medieval strong- 
hold. 

Reduction in Air Rate 

Increased use of flying service has re- 
sulted in a reduction in air travel rates by 
the Stout Air Lines. The fare between 
Detroit and Cleveland has been reduced from 
$18 to $14, and the fare between Detroit 


J. F. SARTORI HENRY M. ROBINSON 
President and Chairman Chairman of the 
of the Executive Committee Board 


and Chicago has been reduced from $30 
to $24. 

This $24 rate figures at about 914 cents 
per mile. 


Why The Passion Play Attracts 


Three factors combine to make the Pas- 
sion Play the greatest single magnet which 
attracts Americans to Europe. 

First, the sincere and really fine per- 
formance which is given and the lavish 
staging of one of the most moving dramas 
in human experience. 

Second, the remarkable beauty of the 
Bavarian Tyrol, in the center of which the 
village is situated. Here are grim peaks 
with lovely lakes nestled between. Perched 
on towering crags are situated the fairy 
castles of Neuschwanstein and MHohen- 
schwangau, the refuges of the mad King 


This Bank has Branches. which are com- 
plete Banks, in all parts of the Los Angeles 
area, and in 61 communities in California, 
“extending from Fresno and San Luis 
Obispo to the Imperial Valley. 


We have arrangements for giv- 
ing information, maps, etc., to 
new arrivals in California which 
materially aid their comfort and 
pleasure while in the State. 





OUR OFFERING LIST WILL BE MAILED REGULARLY UPON REQUEST 





G M A C obligations 


enjoy the protective background of highly liquid assets, with 
credit factors widely diversified in region and enterprise. Long 
regarded as a national standard for short term investment, they 
have been purchased by thousands of banks, institu- 
tions and individuals the country over. 


available in convenient maturities and 
denominations at current discount rates 
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Ludwig II, of Bavaria. The entire region 
is well served by rail and motor highways, 
and may be entered from Austria, Germany 
and Switzerland. 

Third, the spectacle takes place only 
once in ten years and few of us may hope 
to see it more than once. 

While the Play is the thing, the village 
itself is no mean attraction. It is amusing 
to have your baggage handled at the train 
by sturdy villagers whose short leather 
trousers harmonize but poorly with their 
flowing Biblical beards. 











Visitors to Oberammergau are housed 
in picturesque homes, sleep in beds like 
the one pictured and dine with the 
family in quaint rooms. 


There is only one hotel of any size in the 
town and so practically all visitors must 
be lodged in the houses of the villagers. 
Here they sleep on huge yielding feather 
beds, amid quaintly carved furniture, and 
take their meals at the same table with 
the kindly Bavarian peasants. All these 
lodgings are spotlessly clean and the food 
and drink abundant and appetizing. Per- 
haps nowhere else in Europe does the 
traveler have the opportunity to glean 
such an insight into the domestic life of a 
foreign people and certainly never under 
more sympathetic and kindly auspices. 

There is only one possible way to be 
sure of rooming accommodation and seats 
at the Play and that is by reserving well 
in advance. All the larger tourist com- 
panies maintain their own organizations in 
the village to handle their people and 
have long since reserved sufficient rooms 
and seats to handle their requirements. 

As an indication of the volume of the 
business expected, Temple Tours Inc. alone 
has scheduled over 200 parties to visit the 
Play between the dates of May 11th and 
September 1st, 1930. 


W. W. Aldrich, New Head of 
Equitable Trust Co. 


Winthrop W. Aldrich, brother-in-law of 
John D. Rockefeller, Jr., was recently 
elected president of the Equitable Trust 
company of New York, fourth largest bank 
in the city. Mr. Aldrich succeeds Chellis 
A. Austin, who died suddenly from a 
heart attack. 
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National City Employees 
Offered Stock 


More than 15,000 employees and officers 
of The National City Bank of New York 
and affiliated institutions throughout the 
world are to be given the opportunity to 
subscribe to shares of the bank’s stock 
on an installment basis in proportion to 
their earnings, according to an announce- 
ment made last night by Charles E. 
Mitchell, chairman of the bank. 

The offer is being made, Mr. Mitchell 
declared, as a result of the suggestion of 
the Committee of Thirteen, representing 
the staff in the Metropolitan area. The 
committee is understood to have drawn up 
the plan which was approved in detail 
by the board of directors of The National 
City Bank of New York, The National 
City Company and the City Bank Farmers 
Trust Company. 

The last previous offer of stock to 
employees and officers was made in 
December, 1924, at which time the bank’s 
personnel totaled about 6,000. Subserip- 
tions for 20,000 shares were received at 
that time. The present offer is expected 
to result in subscriptions for about 45,000 
shares. 


Ohio Bankers Association 
Elects Auch Secretary 


David M. Auch, assistant secretary of 
the Ohio Bankers Association, has been 
elected secretary to succeed Charles H. 
Mylander, who re- 
signed to become 
vice president of 
the First National 
Bank of Cincinnati. 

Mr. Auch _ has 
been with the Asso- 
ciation for three 
years, first as 
Director of Public 
Relations and later 
as Assistant Secre- 
tary. Before  be- 
coming connected 








DAVID M. AUCH 


with the Ohio Bankers Association, Mr. 
Auch spent ten years in newspaper and 
organization work, having been-a member 
of the Associated Press staff at Columbus, 


Chicago and St. Louis. He attended 
Marietta College and Ohio State Univer- 
sity. 


A. B. A. Booklet Stresses 


Trust Service Improvement 


Improvement of trust service is the key- 
note of a booklet covering the fifth mid- 
continent trust conference held in Detroit, 
Michigan, in November under the joint 
auspices of the Trust Company and Nation- 
al Bank Divisions of the American Bankers 
Associations. 

In the foreword it is — out that 
trust business is growing rapidly and 
that one of the most vital and complex 
activities of the trust department is the 
proper investment of trust funds. In this 
connection a system for proper supervision 
of such investments has been developed 
and various helpful measures outlined. 


Group Banking Prospers 
In The Northwest 


‘*The financial history of the country 
over a period of years proves beyond a 
doubt the necessity for a system of banking 
that will insure greater financial stability 
and provide a broader and better service 
than has been heretofore possible by in- 
dependent banking units,’’ Mr. E. W. 


Decker, president of the Northwest Bancor- , 


poration, Minneapolis, states in a booklet 
published by the Northwest Bancorpora- 
tion, entitled ‘‘ Blazing A New Financial 


Trail.’’ He goes on to say. 
‘*Based ‘upon our knowledge of the 


Northwest and the temperament of its 
people, we came to the conclusion that the 
financial needs of the Northwest could best 
be served by the union of strong, indepen- 
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Loans and 


Discounts . $85,075,325.03 


Federal Reserve 


Bank Stock . 420,000.00 


Stock in Commercial 
Fireproof Building 
Co.—Head Office 


Building . 382,450.00 


Bank Premises, Fur- 
niture and Fixtures 
and Safe Deposit 
Vaults (Including 
Branches) . 


Other Real Estate 
Gemee . . « 
Customers’ Liability 





1,777,615.53 











852,056.19 


Under Letters of 
Credit and 
Acceptances . 


Redemption Fund 
with U.S. Treasurer 


Other Resources 


4,267,283,11 


37,509,00 
2,711.77 
CASH and EX- 


CHANGE 
$20,184,258.09 


U.S. Govt. Bonds 
and Treasury 
Certificates 
10,341,013.73 
County, Munic- 
ipal and other 
Bonds 13,912,865.75 


44.438,137.57 
$137,253,079.20 








TOTAL 








STATEMENT of CONDITION 
at close of business June 29, 1929 





the Stockholders of the Citizens National Trust and 


Assets of the Citizens National Company, owned iP 
Savings Bank, are not included in the above statement 


CITIZENS National BANK 
TRUST & SAVINGS 

LOS ANGELES 
THIRTY ONE BANKING OFFICES THROUGHOUT LOS ANGELES 


dent banks continuing under the local 
management of men whose life-long in- 
terests have been in this Northwest terri- 
tory and who are vitally concerned in the 
future prosperity of industry and agrieul- 
ture here.’’ 

The booklet tells the history of the 
formation of the Northwest Bancorpora- 
tion, of the territory it serves, what its _ 
financial statement shows, of whom its 
management consists, who its directors are, 
and the names of the banks affiliated. 

President R. S. Heeht, of the 
HIBERNIA SECURITIES CO., INC., the 
investment affiliate of the Hibernia Bank 
& Trust Company of New Orleans, an- 


nounces the election of Frederick D. Bolles 
as vice president of the company and in 
charge of its New York Office. 








LIABILITIES 


Capital Stock . $5,000,000.00 
Surplus 9,000,000.06 
Undivided Profits 1,590,476.37 
Dividend Payable 

July 1, 1929. 250,000.00 


Reserved for Taxes, 











Interest, Etc. 123,251.09 
Discount Collected 
—Unearned 239,773.30 
Circulation 750,000.00 
Letters of Credit 
and Liability as 
Acceptor, En- 
dorser or Maker | 
on Acceptances ce 4 
and Foreign Bills 4,377,955.12 | 
Bills Payable 2,150,000,00 | 
Other Liabilities . 30,294.34 
| 
| 
| 
DEPOSITS 113,741,328.98 
TOTAL . $137,253,079 
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Canvass Local Credit Needs 


HERE are two ways in 

which the individual 
banker ean profit from the 
recently formed Nationa! 
Business Council which has 
emerged from the series of 
White House industrial con- 
ferences called by President 
Hoover. The first and more 
general of these ways lies in 
the direct aid which the work 
of the council will give to the 
banks ; the second will depend 
largely upon the ability of the 
private banker, particularly 
the small town banker, te 
make his bank the center of 
similar local movements for 
coordinating information with 
respect to local business and 
industrial needs. 

The National Business 
Council is designed to co- 
ordinate the essential data 
concerning national indus- 
trial programs of construc- 
tion, of purchasing, of pro- 
duction. 

In the work of the Business 
Council, if it actually sueceeds in 
obtaining frank and reliable state- 
ments from the nation’s major in- 
dustrial groups, the effect will be to 
regulate and facilitate the flow of 
industrial eapital. Investment bank- 
ers will be able to obtain a clearer 
picture of the capital flotations con- 
templated by the industrial groups 
and will be able to adjust their plans 
accordingly. 


Lead Movement To Procure 
Industrial Data 


Most beneficial of all, in this 
general aspect of the question, is 
the prevention of waste and the re- 
duction of risks in industrial finane- 
ing. Granted that the major indus- 
tries have pooled the pertinent data 
regarding construction, purchasing 
and production schedules, over-pro- 
duction and misdirected production 
will be correspondingly lessened ; 
new financial opportunities hitherto 
ignored will become available; and, 
accordingly, industrial capital will 
be conserved at the same time that it 
is widely and intelligently utilized to 
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2 Suggestions For 
Improved Local 
Financing 


1. Make frequent studies to un- 
cover new projects. 


2. Make a special study of financ- 
ing that is handled outside of the 
community. 


3. If any local business or any 
dealer is not properly financed with 
local money, satisfy yourself as to the 
reason. 


4. If local banks are discouraging 


the progress of any business, study 
that business with an open mind. 

5. Look upon local business as your 
chief opportunity to serve—at a profit 
to your stockholders. 


finance economically stable enter- 
prise. 

These general effects, however, 
will be available to the banker with- 
out necessarily enlisting his coopera- 
tion. His best opportunity will lie 
in the chance which has now been 
ereated, especially in small cities 
and towns, to assume the leadership 
of similar local movements. 

A national coordination of indus- 
trial data is necessarily general and 
unwieldy. A local municipal organ- 
ization of similar data offers oppor- 
tunity for alert and _ intelligent 
finance. Under the wide popular 
stimulus which the Hoover Busi- 
ness Council has given to the eco- 
ordination movement, the way is now 
open to the local banker to conduct, 
either alone, with other banks, or in 
cooperation with the local Chamber 
of Commerce, an intensive canvass 
of the credit needs of his community. 


Become Acquainted With Local 
Construction Programs 


Estimates should be obtained from 
local railway offices, factories, utili- 
ties and mines, of their local con- 


struction programs, payroll 
requirements, production 
schedules and other activities 
involving the use of local 
credit or the local expendi- 
ture of funds. Merchants, 
managers of chain stores, 
building and real estate com- 
panies, skilled trades and 
professions, should likewise 
be solicited, either directly or 
through loeal organizations, 
for estimates of their probable 
credit requirements and bank- 
ing operations. Municipal and 
other governmental agencies 
should be requested for state- 
ments of local expenditures, 
payrolls, taxes and construe- 
tion. 

Information which would 
normally be denied may be- 
come available, if an intelli- 
gent use is made of local 
commercial groups, under the 
precedent of the Washington 
conferences. Moreover, by 
assuming the leadership in 
coordinating local data of the sort 
required by the National Business 
Council, the individual banker will 
make himself an indispensable part 
of the machinery for coordination 
and will be able not only to obtain 
new business but to prevent the 
present movement from developing 
along lines which might be disposed 
to relegate the bank to a secondary 
position. 

In the general economic benefits 
which are expected to flow from the 
operations of the Council itself, the 
banks will participate, particularly 
through the prevention of the waste- 
ful employment of industrial capital 
and the more accurate forecasting 
of the demand for industrial credit 
and finance. However, it is not often 
that the banks are presented with so 
tremendous an opportunity for in- 
creasing their profits and expanding 
their services as that which is sug- 
gested by the Hoover Business 
Council. If coordination becomes 
practical on a nation-wide basis it will 
be because individual banks take ad- 
vantage of the chance and assume the 
leadership in their own community. 
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Bonds—to fit your bank’s needs 


A sertEs of advertisements has appeared in this publication during the past year, showing how the require- 
ments growing out of typical bank situations should be governing factors in the construction of sound bond 
reserves. These advertisements are reproduced here in miniature. 

The variations upon these situations are almost endless. The problems of each bank call for individual 
treatment. The solution is to analyze your situation, to determine your needs and to design your bond 
reserve accordingly. You are invited to avail yourself of our long experience in the field of bank investment. 










Our recently published folder, 

























BONDS —/for bank income Sound Investment Practice for Bonds for 
1 4g the Commercial Bank, dis- MARKETABILITY and STABILITY 
pores | toe \§ cusses this subject at a greater can Hla mm 
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length. It sets forth the four 
essentials of successful bank- 
ing and then points out the 
ways a bond reserve helps to 
attain these objectives, follow- 
ing with a detailed analysis of 
points to consider in building 
such a reserve. A copy will be 
sent upon request. 
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HALSEY, STUART & CO. 


INCORPORATED 
CHICAGO, 201 South La Salle Street NEW YORK, 35 Wail Street 


AND OTHER PRINCIPAL CITIES 


THE PROGRAM 





= Every Wednesday evening you may increase your knowledge of 9 P.M. Eastern Standard Time 
THAT DOES MORE i sound investment by listening to the Old Counsellor on the Halsey, 8 P.M. pseesoutenenete —_ 

= Stuart & Co. Program, @ Broadcast over a Coast to Coast network 7 P.M. Mountain Standard Time 
THAN ENTERTAIN of 36 stations associated with National Broadcasting Company. 6 P.M. Pacific Standard Time 
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Enter New Year: 
Exit *“‘New Era?” 
(Continued from page 10) 


wants to. The trouble is that it has 
to get these deposits at a ruinous price 
in interest and service, and has to 
make these loans onthe borrower sown 
terms or not make them at all. Just 
how these conditions are improved by 
making the bank larger is a question 
in my mind, and always has been.”’ 

Saunders Norvell, President of the 
Remington Arms Co., accepted an in- 
vitation to speak in Columbus in 
late November. 


John G. Lonsdale, President of 




















the American Bankers Association 
was at the same banquet, and made 
his usual strong impression. A chain 
store magnate made a talk which 
caused Norvell, who followed him, to 
toss his carefully prepared address 
into the discard and speak extem- 
pore in rebuttal. The magnate said, 
‘‘We are in a new era. An era of 
consolidations in production, trans- 
portation and finance. An era of 
national chains in distribution. An 
era of elimination as regards all un- 
necessary intermediaries between 
raw resources and final consumption. 
Back of it all is an ideal of service 
which we find it difficult to put into 


And... 


if you want in- 
vestment informa- 
tion, advice, or ser- 
vice, our affiliated 
Mercantile-Commerce 
Company is ready to 
serve you intelli- 
gently, at its home 
office under our 
roof or at its branch 
offices in New York 


and Houston. 


¥ 
Mercantile. 
Commerce 
Bank and Trust Co. 


Locust ~ Eighth ~St.Charles 
St.Louis 





words. We know it’s there, but none 
of us know just how to express it.’’ 

When he had finished, Mr. Norvell 
said, ‘‘This intangible, immaterial, 
undefinable, ineffable thing, which the 
last speaker referred to, may exist, 
but since he says he cannot put it into 
words, I am willing to admit that I 
cannot either. I’m going to put into 
words, if I ean, a few of the con- 
crete, tangible, definable, actual facts 
which I believe can be expressed in 
words. First I want to say, ‘God help 
the Remington Arms Co., if we are 
really inthegentleman’s‘‘ New Era’’. 

‘‘At present we sell more arms 
than anyone else in the world, and 
more ammunition than everybody 
else in the world put together. We 
sell to jobbers and retailers. We do 
not sell one dollar’s worth to any 
mail order house or any chain store 
organization. If I have anything to 
say about it, we are never going to. 
What would become of our prices if 
we sold just one customer? What 
would our bankers say when we went 
to renew our loans, if we had to tell 
them that our entire output went to 
one customer? 

‘* What would happen to Columbus 
if Mr. Brown’s ‘New Era’ really be- 
came a fact? You have some fac- 
tories here. They, and their workers, 
and their payrolls would disappear. 
You have some jobbing houses. 
Where would they go? You have 
some competitive retailers who rent 
stores, pay employees, operate deliv- 
ery wagons, use newspapers, deal 
with local bankers. How would you 
like it if they disappeared ? 

‘*Mr. Lonsdale says you have some 
pretty fine banks here. What would 
become of them in the ‘New Era’ 
when a few tremendous corporations 
with headquarters in New York or 
Chicago did all their borrowing from 
a few tremendous banks? If you in 
this audience like that picture’ (loud 
eries of ‘NO WE DON’T’) ‘if your 
desires are set on it, if your hearts 
yearn toward it, and if your minds 
approve it, then I’m willing to be- 
lieve that the ‘New Era’ is some- 
where near at hand, but until you 
do reach that attitude, we are going 
to conduct our business on a strictly 
old era basis.”’ 


A Word In Favor Of The 
New Era 


Diametrically opposed to Mr. Nor- 
vell’s feeling was that expressed by 
an executive of the Stewart Warner 
Co., who said, ‘‘The present strained 
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300,000,000 GROUP OF BANKS 
FOR WISCONSIN 
and NORTHERN MICHIGAN 






















How Group Banking 
Improves Bank Service 


Group banking is often regarded as something new 
and untried. As a matter of fact it is neither. Forty 
per cent of the banks in the United States are already 
operating under some form of group arrangement. 


Whatever the particular form, the purpose sought 
in grouping is increased strength through organiza- 
tion, superior management and economy in the use 
of money as the basis of credit. It is always to be 
remembered that a dollar in circulation is exactly 
one dollar, but a dollar in bank reserves is seven dol- 
lars or more in circulating credit. 


If banks did not multiply money by using it to 
support credit, the reasons for their existence would 
be reduced to zero. This economy in the use of 
money is the great service that banks render. They 
organize credit and economize the use of money. 


Banking is rightly defined, therefore, as the organ- 
ization of credit. The more extensive the organiza- 
tion, the stronger and better the services rendered. 


In This Territory 


The purpose that underlies the grouping of banks in 
Wisconsin and Northern Michigan is to secure a 
more extensive organization of credit resources and 
thereby to strengthen and broaden the banking 
service in the entire territory. 


The particular form of group banking chosen for 
application in this district does nothing to the com- 
munity group bank but increase its capacity to serve 
the interests of its own community. The com- 
munity’s credit resources are organized not on the 
scale of the small city or town but on the scale of a 
large city or a district or a section. The group bank 
offers the small city or town the financial advantages 
of a large city while maintaining local management 
through its officers and directors. Thus, in this in- 
stance, assurance is given of stable financial organ- 
ization for Wisconsin and Northern Michigan. 


Given an adequate organization of commercial 
and investment banking, each community will find 
its own financial resources strengthened. Each com- 
munity will secure commercial and investment bank- 
ing service in larger measure, from its own resources, 
for its own development. It will attain the closest 
approximation of financial independence. 

There is neither secret nor mystery about group 
banking. Great resources in banking mean great 
strength and great strength means financial stability 
and superior service. 




































GROUP of the leading banks in Wisconsin 
have associated to form the WVisconsin Bank- 
shares Corporation whose field of operation will in- 
cludealso Northern Michigan. The combined resources 
of the group already approximate 300 million dollars. 


Among the affiliating banks is the First Wiseensin 
National Bank of Milwaukee, which is itself the 


center of a group which includes gixteen other bank- 
ing and financial institutions. 


Each bank in the group will be an independent 
operating unit with its own officers and directors and 
with an unchanged staff of employees, but all the 
banks will be bound together in a co-operative or- 
ganization which will give to each great strength and 
superior management, to their communities financial 
security and to their customers comprehensive finan- 
cial services efficiently rendered. 


It is the purpose of this group of banks to make 
available to the communities concerned, banking facil- 
ities that in quality and variety are found only in large 
cities, to remove the handicaps of inadequate banking 
power, and so to mobilize the resources of the terri- 
tory that its financial independence will be a reality. 





WISCONSIN BANKSHARES CORPORATION 


FIRST NATIONAL BANK, Berlin, Wis. 
UNION NATIONAL BANK, Eau Claire, Wis. 


FIRST FOND DU LAC NATIONAL BANK, 
Fond du Lac, Wis. 


BANK OF WISCONSIN, Madison, Wis. 
FIRST NATIONAL BANK, Menomonie, Wis. 
FIRST WISCONSIN NATIONAL BANK, 

Milwaukee, Wis. 

EAST SIDE BANK, Mifwaukee, Wis. 
BADGER STATE BANK, Mi/waukee, Wis. 
FIRST NATIONAL BANK, Oshkosh, Wis. 

SECURITY BANK, Oshkosh, Wis. 
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situation is the dying kick of the 
old era, in my opinion. Here we have 
a consumer buying power which has 
not changed in the slightest. We 
have good crops, and good foreign 
demand for our surplus. We have 
profound industrial peace, and high 
wages, and the lowest percentage of 
unemployment the country ever saw. 

“*Then all of a sudden just because 
the bears do something to the bulls 
in Wall Street, every manufacturer 
and wholesaler is swamped with can- 
cellations, every retailer advertises 
bargain sales, and every consumer 
stops putting butter on his bread. 
This isn’t because any one of them is 
fearful about his own situation in 
itself, but because in a world of 
small, unrelated, un-coordinated de- 


cision makers, everybody buys too 
much when he’s hopeful, and too 
little when he’s seared.”’ 

Viewing it all more or less from 
the sidelines, the present writer is 
inclined to believe that the ‘New 
Era’ is coming, but that like most 
creat human changes, it advances 
not like a river‘at flood time, but 
like the tide flow of the ocean. The 
simile is not new—Macaulay used it 
in connection with the history of 
England. Real advances made by a 
people cannot be discerned over 
short spaces of time. To a man stand- 
ing for only a few minutes on the 
beach, the ocean seems to be either 
violently advancing, or violently re- 
ceeding. If he stands there a little 
longer, he may decide that the ocean 
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is simply in a restless; state of ad- 
vance and retreat. But if he stands 
there long enough to mark the point 
reached by each high wave, he will 
see that the tide is coming in. 


$6,500 to $350,000 For 
Stock Exchange Seats 
A complete comparative table of stock 
exchange seat values, based on the last 
sales prior to November 21, follows: 
New York Stock Exchange (ex- 


| CCL EE Le ee ORT Ee $350,000 
New York Curb Exchange..... 150,000 
Boston Stock Exchange....... 45,000 
St. Louis Stock Exchange...... 20,000 
Pittsburgh Stock Exchange.... 20,000 
Philadelphia Stock Exchange... 35,500 
Cleveland Stock Exchange..... 15,000 
Vancouver Stock Exchange.... 50,000 


San Francisco Stock Exchange 


ON SROs 4c cs a chiwiadeesss 175,000 
Los Angeles Stock Exchange... 132,000 
Toronto Stock Exchange....... 175,000 
Cincinnati Stock Exchange... . 37,500 
New Orleans Cotton Exchange. . 6,500 
New York Cotton Exchange... 34,000 
Winnipeg Grain Exchange..... 20,000 


Bankers Confer With Hoover 


Bankers played an important part i» 
the business conference held in Washing- 
ton, December 5, by the United States 
Chamber of Commerce at the request of 
President Hoover. 

John G. Lonsdale, president of the 
American Bankers Association and _presi- 
dent of the Mereantile-Commerce Bank and 
Trust Co. of St. Louis, with four other 
bankers, whom he appointed, were present 
at the gathering, representing the Middle 
West, the South, North, East and West. 
The bankers appointed were: Albert H. 
Wiggin, chairman of the board, Chase 
National Bank, New York City; Arthur 
Reynolds, chairman, Board of Directors, 
Continental Illinois Bank and Trust Co., 
Chicago, John T. Scott, president, First 
National Bank, Houston, Texas; and 
Herbert Fleishhacker, president, Anglo & 
London Paris National Bank, San 
Francisco. 





Thompson New Midland Bank 
Vice President 


Joseph H. Thompson, young Cleveland 
banker, has been named a vice president 
of the Midland Bank, it was recently an- 
nounced by John 
Sherwin, Jr., presi- 
dent of the bank. 

Thompson comes 
from a family of 
bankers, his father, 
the late Joseph H. 
Thompson, having 
been president of 
the Nashville Trust 
Co., Nashville, 
Tenn. Thompson 
JOSEPH H. THOMPSON has been in Cleve- 

land since 1921, 
coming here after leaving Notre Dame 
University, where he attended school. 
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Cleveland Selected As 


American Bankers Association 
Convention City 


Cleveland, Ohio was designated for the 
1930 annual convention of the American 
Bankers Association by the Administrative 
Committee of the organization, it was an- 
nounced recently by President John G. 
Lonsdale, president Merecantile-Commerce 
Bank and Trust Co., St. Louis. Mr. Lons- 
dale said the dates of the meeting would 
be September 29 to October 2. 

Mr. Lonsdale also announced that the 
annual spring meeting for 1930 of the 
Executive Council of the association will 
be held at the Chamberlin-Vanderbilt Hotel 
at Old Point Comfort, Virginia. The dates 
of this meeting were fixed as May 5 to 8. 
The Council is the ad interim governing 
body of the association between meetings 
of the annual convention, and brings to- 
gether about three hundred bankers and 
members of their families. 


Cline Chairman For Texas 
Bankers Assn. 


The Trust Section of the Texas Bankers 
Association in session at San Antonio, 
November 22nd, elected A. R. Cline, vice 
president of the 
San Jacinto Trust 
Co. of Houston, to 
guide its destinies 
during the ensuing 
year in the capacity 
of chairman of 
the Administrative 
Committee. 

A. R. CLINE P. P. Butler of 

the American Na- 

tional Bank of Beaumont, and A. B. 
Culbertson, vice president and trust officer 
of the First National Bank of Ft. Worth 
and retiring chairman are the other two 
members of the Administrative Committee. 





Adoption of a schedule of uniform fees 
for Trust Institutions in Texas and ap- 
pointment of a committee to study trust 
service competition from eastern banks, 
were the outstanding features of the one- 
day session. 


Northwest Bancorporation 


Pays $4.40 A Share 


The first consolidated report of earn- 
ings, since the organization of the North- 
west Bancorporation, Minneapolis was 
made public recently. 

The report shows that earnings of the 
Northwest Bancorporation group for the 
calendar year 1929, applicable to stock 
owned by the Corporation, will be at the 
rate of $4.40 per share, which is equal 
to 8.8% on the par value of approximately 
1,422,000 shares of stock outstanding as 
of November 1, 1929. . 

United States National Bank, Omaha, 
one of the banks of the Northwest Bancor- 
poration group, has absorbed the trust 
and fiduciary business of its affiliated in- 
stitution, the United States Trust Company 
of Omaha. The new institution will operate 
under the name of the United States Na- 
tional Bank. The United States National 





Company of Nebraska has been organized 
to take over the security, loan, and real 
estate business, formerly conducted by the 
United States Trust Company, and by a 
subsidiary organization, the Byron Reed 
Company. 

Six additions were made to the North- 
west Bancorporation group in the past 
month. The number of banks or trust 
companies now affiliated is 84, variously 
located in Minnesota, Wisconsin, Iowa, 
Nebraska, North D&akota, South Dakotag 


Montana and Washington, with total 
resources of $465,849,547. They are the 
Central National Bank of Minneapolis, 


the Daly 
Anaconda, 


Bank and 
Montana, the 


Trust Company, 
First National 


Bank, Dillon, Montana, the Dakota Na- 
tional Bank and Trust Company of Bis- 
marek, and the ['arbine Bank, Fairbury, 
Nebraska. 











American Express Plans 
$16,000,000 Bank & Trust Co. 


The American Express company recently 
launched proceedings for the formation 
of the American Express Bank and Trust 
company to be capitalized at $16,000,000, 
of which $10,000,000 will be paid in while 
$6,000,000 will be surplus and organization 
reserves. 

Chase Securities corporation, affiliate of 
the Chase National Bank, owns control of 
American Express, acquired this year by 
an exchange of stock. Thus by subscribing 
to the new stock as a shareholder and by 
its control of the express company, the 
Chase corporation will have effective con- 
trol of the new bank, though it is under- 
stood this will be the full extent of the 
relationship. 
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Must Banks Assume 


A New Attitude On Savings? 


By C. O. HOLMES 


President, South Side Trust & Savings Bank, Gary, Indiana 


HE American Bankers Associa- 
tion announces a decline in sav- 
ings deposits for the year closing 
June 29, 1929. This makes any 


banker who has savings deposits 
wonder whether the country is be- 


coming less thrifty or whether some 
other means of saving needs to be 
considered by banks. 

To make my remarks pointed, 1 
will quote from the publication of 
the association entitled ‘‘Savings 
Deposits and Depositors.’’ In part 
it says: 

‘*Savings deposits in banks and 
trust companies of the continental 
United States for the year closing 
June 29, 1929, receded $195,305,000 
from the high point established a 
year ago, according to reports re- 
ceived by the Savings Bank Division, 
American Bankers Association. The 
volume stands at $28,217,656,000 
with an additional $43,834,000 for 
Hawaii. This, the first recession in 
savings deposits since records of 
savings were kept by the association 
(20 years), indicates a fundamental 
change in the savings situation, ir- 
respective of whether it is temporary 
or not. 


‘“‘A year ago in connection with 
savings deposits it was stated: ‘The 
year closing June 30, 1928, registered 
over the previous year the largest 
gain in savings deposits in banks and 
trust companies of continental 
United States ever recorded in the 
history of this country.’ What a 
difference one year makes! From a 
gain of more than 214 billions of 
dollars in savings deposits to a loss 
of almost 200 millions.’’ 

It seems to me that we bankers 
ought to note the increase in savings 
represented by other forms of in- 
vestment. If we do not give this 
consideration, we may unwittingly 
reach the conclusion that people are 
saving less when the opposite may 
be the case. 


Building and Loan Resources 
Larger 

Our experience here at the South 
Side Trust and Savings Bank may 
be typical. We have been operating 
for some 20 years, and have achieved 
a total resource of a little more than 
a million and one-half dollars. We 
operate also the Mutual Building 
and Loan Association of this city 


A Complete Banking Service 


The Midland Bank offers exceptional facilities for transacting 
banking business of every description. Together with its affilia- 
tions it operates over 2450 branches in Great Britain and Northern 
Ireland and, in addition to offices in the Atlantic Liners Aquitania, 


Berengaria and Mauretania, has agents and correspondents in all 

parts of the world. The offices of the Bank in Poultry, London, 

E.C. 2 and at 196 Piccadilly, London, W. 1 are specially equipped 
for the use and convenience of visitors in London. 


OVERSEAS BRANCH : I22 OLD BROAD STREET, LONDON, E.C. 2. 


MIDLAND BANK 


LIMITED 
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which was organized in 1916. It 
grew rather slowly for a while, but 
during the last few years, has grown 
rapidly, until it now has $1,900,000 
in net resources. In other words, it 
has resources larger than has our 
bank, and certainly these resources 
are savings. 

Besides doing the usual line of 
business incidental to a well depart- 
mentalized bank and one of the more 
aggressive of the local building loan 
associations, (our association being 
the second largest) we also handle 
a fair amount of real estate mort- 
gages and sell quite a few of these 
mortgage bonds over the counter. In 
fact, these sales total nearly $250,- 
000 a year. 

Our savings department, as such, 
has shown a growth during the last 
12 months of about 20%. We have 
also added over $200,000 to our 
building and loan association assets 
and our sales of mortgage bonds, in 
spite of stock market gyrations and 
other difficulties, including some 
local recessions in business, have run 
a little higher than the volume of a 
year ago. 

Our savings department grew 
from $50,000 in deposits to $60,000, 
our building and loan association 
added $200,000 to its savings re- 
ceived from customers and our bond 
sales inereased. 


Investments Show People Are 
Saving 


What I want to bring out is that 
the considerable increase in volume 
of investment buying of bonds and 
other high-grade securities which are 
purchased outright, and particular- 
ly the large, persistent, and wide- 
spread growth of building and loan 
associations, illustrated by the mil- 
lions of dollars of increase in Indiana 
alone, really makes a much more 
favorable showing from the stand- 
point of the increased savings of our 
people than would appear from the 
American Bankers Associations re- 
view of savings deposits and de- 
positors. 

My analysis of the situation from 
the standpoint of a general banker is 
that savings accounts are being used 
more as a reservoir for accumulating 
funds to be invested in more per- 
manent types of investment, such as 
bonds and other securities, which, I 
believe, the savings depositor buys 
outright. 


This change has come about dur- 
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ing the last five years. The fat, dor- 
mant savings account of 10 years 
ago is one of the delightful things 
that is among the missing. While 
our savings accounts are still a 
souree of substantial earning to us, 
we must increasingly be alert to 
make of our institution one that 
shows a profit from every service it 
performs, and this may be possible 
only when a service charge is rend- 
ered for certain types of service. 


More important than that, how- 
ever, is the necessity for a statesman- 
like program of merchandising high- 
grade securities to those who bring 
their funds to our bank. 

In other words, the bank ought 
to maintain the position it has in 
times past as a central source of all 
types of finanee and investing. 

If the customer wants bonds, the 
bank should be in a position to 
either supply them or get them for 
the customer. 


If the customer wants stocks pur- 
chased, certainly the banker should 
be in a position to act as inter- 
mediary. 

If the customer wants a building 
and loan service, there is no reason 
why the bank should not be in a 
position to supply it through an 
affiliated association. 


This emphasizes once again the 
importance of bankers being alert 
to changing conditions and watching 
publications like THe BANKERS 
MonruHL_y to find out how the situa- 
tion has been handled by other 
bankers. 


There is usually a way to adjust 
the bank to every changing condi- 
tion, but this adjustment will not 
be made unless the management of 
the bank is watching conditions and 
endeavoring to interpret them in 
terms of added profit to the institu- 
tion. 


Savings in MORRIS PLAN banks and 
the volume of investment certificates held 
by the public in Morris Plan banks and 
companies throughout the United States, 
totaled $93,300,000 on October 30, an in- 
erease of more than $5,000,000 since the 
first of the year, and a new record for 
Morris Plan operations, it was announced 
recently by Arthur J. Morris, founder of 
this system of banking and president of 
the Industrial Finance Corp. of New York. 


Employees who meet the depositors 
are responsible in the first instance 
for the reputation of the bank.— 
Mary B. Reeves. 
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Authorised & Subscribed Capital - 
Paid-up Capital 
Reserve Fund & Undivided Profits _- 


and Telegraphic Transfers, 


Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic service as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over 900 of its own branches in England and rep- 


resentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
Brussels offices off the Westminster Foreign Bank) 
for specialized service in credits, collections, ex- 
change, and all the ramifications of commercial 
finance. Banking housé$ wishing to establish 
a London connexion are invited to 
communicate with the 
Manager 


WESTMINSTER BANK 


LIMITED 
New York Representative 


C. M. PARKER, 68 WILLIAM STREET 
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NATIONAL BANK: of 
NEW ZEALAND Ltd. 


HEAD OFFICE: 


8 MOORGATE, LONDON, E. C. 2 
Chief Office in New Zealand :-WELLINGTON 


BRANCHES and AGENCIES THROUGHOUT NEW ZEALAND. 
CORRESPONDENTS IN ALL PARTS OF THE WORLD. 





The Bank issues DRAFTS and LETTERS OF CREDIT, makes Mail 
opens Current Accounts, negociates and 
collects Bills of Exchange, and conducts every other description of 
banking business with New Zealand. 
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State Bank Celebrates Fiftieth 
Anniversary 

The State Bank of Chicago recently 

marked the 

founding—a fact made more significant 


golden anniversary of its 
because a week later it merged its interests 
with the Foreman Banks, thereby forming 
the third largest banking group in the 
City of Chicago. 

Until its recent merger, the capital, 
surplus and undivided profits of the State 
Bank represented nearly $14,000,000, 
whereas at the time of its first published 
statement in 1890, these amounted to 
slightly more than $200,000. 

On Dec. 16 the personnel of the State 
Bank moved to the new Foreman Bank 
Building where the business of carrying 
on the new $222,000,000 banking organiza- 





tion is to be pursued. Three separate units 
of this amalgamation have been formed 
the Foreman National Bank, the Foreman 
State Bank & Trust Co. and the Foreman 
National Corp. 1200 new accounts were 
opened the first day of business in the new 
building. 

Osear H. Haugan, who has been chair- 
man of the board of the State Bank be- 
comes vice-chairman of both banks and 
Walter W. Head, president of the State 
Bank will still be president 


First National-Old Colony 
Merger Completed 





The physical merger of The First Na- 
tional Bank of Boston and the Old Colony 
Trust Co. was completed December 16th, 
bringing together a bank noted for its 
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ADVANTAGES TO 


BANKERS 


ANKERS extending credit on domes- 

tic acceptances must of necessity re- 
main secured throughout the life of the 
credit. A warehouse receipt is “actual secur- 
ity” as required by the Federal Reserve 
Board rulings. Field Warehousing furnishes 
a method of obtaining necessary safety with 
a minimum of expense to the customer. 


The firm requesting a line of credit beyond 
the limit to which it is entitled on open 
credit may have a particularly heavy in- 
ventory of either raw or finished products. 
At anominal expense, that concern can fur- 
nish its bank with actual security under our 
Field Warehousing Plan. Many bankers sug- 
gest the use of this service to enable them 
to increase lines of credit actually needed. 
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STORY AND WILL BE SENT FREE ON REQUEST 
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commercial and foreign banking, and a 
trust company préeminent in its field for 
the administration of individual and cor- 
poration trust services. 

In addition, The First National Corp. 
and Old Colony Corp. are merging under 
the name The First National Old Colony 
Corp. 

The bank is to be known as The First 
National Bank of Boston and its combined 
capital assets are $115,000,000. 


Dilley Joins Central 
Manufacturing District Bank 


James L. Dilley has been appointed 
advertising manager of the Central Manu- 
facturing District Bank of Chicago. 

Mr. Dilley was 
formerly a_ branch 
manager of the 
Fletcher Savings 
and Trust Co. of 
Indianapolis, Ind. 
and was associate 
editor of THE 
BANKERS MONTHLY 
and THE BANKERS 
SERVICE BULLETIN 
for several years. 
He is a member of 
the F. A. A. 





J. L. DILLEY 


Central Trust Advances Head 
Officers 


Joseph E. Otis was recently advanced 
from president to chairman of the board 
of Central Trust Co. of Illinois, Chicago, 
and Philip R. 
Clarke became the 
new president. 
Charles G. Dawes, 
previously, chair- 
man of the board, 
became honorary 
chairman. Eugene 
V. R. Thayer re- 
mained chairman 
of the executive 
committee. 

PHILIP R. CLARKE In announcing 

this important re- 
alignment of the executive heads of the 
bank, the directors pointed out the chief 
reason was to centralize the executive 
responsibility for all of the banking and 
investment departments under one office. 
Mr. Clarke was recently elected president 
of the Central-Illinois Co. and president 
of the Central-Illinois Securities Co., in- 
vestment affiliates of the bank, which 
positions he retained. 

His elevation to the presidency of the 
bank concentrated the administration of 
all of the activities of the Central Trust 
Co. and its affiliate organizations in one 
individual, thus insuring the most intelli- 
gent and efficient relationship between 
these allied institutions. 

In becoming chairman of the board, 
Mr. Otis will continue his activities with 
greater responsibilities inasmuch as he will 
now handle policies rather than detail. It 
is understood that the withdrawal of 
General Dawes as active chairman will in 
no way change his interest in the affairs 
of the bank. 
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State & Town 


California 
Anaheim 


Florence 
Graham 
Healdsburg 
Hermosa Beach 
Monterey Pk. 
Redwood City 
Yuba City 
Zelzah 


Connecticut 
Bridgeport 


Norwich 


Florida 


Inverness 


Georgia 
Atlanta 
Atlanta 


College Park 
Decatur 


Dublin 
East Point 
Illinois 
Champaign 
Chicago 
Chicago 
Edinburg 


Freeport 
Princeton 


Indiana 
Warsaw 


West Lebanon 


Williamsport 


Iowa 
Casey 


Fredericksburg 


Malvern 
Kentucky 
Paris 


Louisiana 
Amite 


Gretna 


Baltimore 


Frederick 
Frederick 


Mt. Rainier 
usetts 
Cambridge 


Michigan 
McBrides 
Mt. Clemens 

Minnesota 
Minneapolis 
Minneapolis 
Red Wing 
Redwood Falls 
Sauk Centre 


Missouri 
Birch Tree 


Cape Girardeau 
Gorin 

Macon 

Oregon 


North Kansas City 


Montana 
Shelby 
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CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 
As reported to the Rand MfNally Bankers Directory 


*Indicates press reports and other reports not yet verified 


Use this table to keep your Blue Book up to date 





7 consolidations; 28 successions; 32 mergers; 12 taken over; 9 title changes; 


6 purchases; 4 absorptions; 2 conversions; 3 moved; 1 reorganization. 


Present NAME 


*Bank of America of Calif. 
(Br. of L. A.) 

Bank of America of Calif 
(Br. of L. A.) 

Bank of America of Calif 
(Br. of |. A.) 

*Bank of America of Calif 
(Br. of L. A.) 

Bank of America of Calif 
(Br. of L. A.) 

Bank of America of Calif 
(Monterey Br.) 

*San Mateo Co. Bank 

*Bank of America of Calif. 
(Br. of L. A.) 

*San Fernando Valley Bk. of 
N. Los Angeles 


Bridgeport-City Tr. Co. 
Thames Bk. & Tr. Co. 


Homosassa-Inverness Bank 
*Citizens & SouthernNat.Bk 
First Nat. Bk. of Atlanta 
First Nat. Bk. of Atlanta 
(College Pk. Branch) 
First Nat. Bk. of Atlanta 
(Decatur Branch) 
Citizens & Southern Bank 
First Nat. Bk. of Atlanta 
(E. Pt. Br.) 
First National Bank 
Garard Tr. & Sav. Bank 
Citizens St. Bank 
Edinburg St. Bank 
State Bk. of Freeport 


Citiz. First Nat. Bank 


Indiana St. Bk. & Tr. Co. 
Farmers-Central Bk. 


Citizens St. Bank 


Citizens Sav. Bank 
First State Bank 
Malvern Tr. & Sav. Bank 


Bourbon-Agricultural Bk. & 
Tr. Company 


Amite Bank & Trust Co. 


Gretna Tr. & Sav. Bank 


St. Charles Bk. & Tr. Co. 


Baltimore Tr. Co. 


ForRMER NAME 


How CHANGED 


First Nat. Bk. Succeeds 
Florence Nat. Bank Succeeds 
Graham Nat. Bk. Succeeds 


First Sav. and First Nat. Bk. Succeeds 
Nat. Bank of Hermosa Beach Succeeds 


Monterey Pk. Commercial & Succeeds 
Sav. Bank ‘ 

San Mateo Co. Sav. Bank Title 

Commercial & Sav. Bank of Succeeds 
Sutter Co. 


Bank of Zelzah Title 


Bridgeport Tr. Co. and City 
Nat. Bk. & Trust Co. 

The Thames Bk. and Bankers 
Trust Co. 


Bank of Homosassa, 
Homosassa Springs 


Atlanta Trust Co. 


Merger 


Merger 


Moved 


Taken over 


Atlanta & Lowry Nat. Bk. Merger 
and Fourth National Bk. 

Bank of College Pk. Succeeds 
Fourth Nat. Bank Succeeds 
Dublin Bk. & Tr. Co. Succeeds 
Peoples Bank Succeeds 
Citiz. St. Bank Absorbed 
Garard Tr. Co. Succeeds 


Marshfield Tr. & Sav. Bk. 
Turner St. Bk. and Citizens 
St. Bank 


Taken over 
Taken over 


Stephenson Co. Bk. & St. Bk. Merger 
of Freeport 

Citiz. Nat. Bk., First Nat.Bk. Merger 
and Far. Nat. Bank 

St. Bk. of Warsaw & Indiana Merger 
Loan & Trust Co. 

Farmers Bk. and Central St. Merger 
Bank 

Citizens St. Bank, Tab, Ind., Merger 
and Citiz. St. Bk., Williams- 
port 

Abram Rutt Nat. Bank and Merger 
Citiz. Sav. Bank 

First St. Bk. and First Nat. Merger 
Bank 

Malvern Nat. Bank Succeeds 


Far. & Traders Bank 


Amite Bk. & Tr. Co. and Sec. 
Bank 


Taken over 


Merger 


Gretna Tr. & Sav. Bk. and Consolidation 


Jefferson Tr. & Sav 
with Branches at Kenner, 
and Westwego 


State Bk. of St. Rose Succeeds 
Baltimore Tr. Co. and Merger 
Century Tr. Co. 
Title 


Commercial Bk. of Maryland Commercial St. Bk. 


Central Tr. Co. of Md., 
Frederick 
Prinee Georges Bank 


Central Tr. Co. 


Neff St. Bank 
Citiz. Sav. Bank 


Hennepin St. Bk. 
Metropolitan Nat. Bank 
Security Nat. Bk. & Tr. Co. 
*State Bk. & Tr. Co. 
Merch. Nat. Bk. 


Bank of Birch Tree 


Sturdivant Bank 
*Bank of Gorin 

First Bk. & Trust Co. 
Citiz. Bank 

Nat. Bk. & Trust Co. 


Sunburst St. Bank 


Poolesville Nat. Bank 


First Nat. Bank 


Taken over 


Taken over 


Cambridge Nat. Bank and Merger 
Cent. Tr. Company 
Neff's Bank Title 
Ullrich Sav. Bk. Consolidation 
Third Foshay St. Bank Succeeds 
Foshay Tr. & Sav. Bank Taken over 
Security Bank & Tr. Co. Succeeds 
St. Bk. of Redwood Falls Title 
Merger 


First Nat. Bk. and Merch. N. 
Bk. 


Far. Sav. Bk. and Citiz. St. 
Bank 

Cape Ex. Bank 

Gorin Sav. Bk. 


Taken over 


Taken over 
Taken over 


State Ex. Bk. Succeeds 
Bk. of Forbes, Forbes, Mo. Taken over 
Nat. Bk. of N. Kansas City Succeeds 
Sunburst St. Bk., Moved 


Sunburst, Mont. 


CAPITAL 


$1,750,000 $1,881,700 H. B. Merwin 
1,100,000 783,250 F. E. Storer 


"” 5,400,000  6,635,270J. K. Ottley 


100,000 198,204 


600,000 


150,000 1 


20,000 
500,000 


100,000 


SURPLUS & 
PRorits 


9,292 Burt Fleming 


13,000 H. C. Crays 


35,184 L. P. Rich 


35,853 Fred Durbin 


120,526 H. S. Weigel 





"15,659 


PRESIDENT CASHIER 


A. W. Moderwell 
(Manager) 


L. N. Ackerson 
(Manager) 


C. W. Bilzer, 
Treasurer 
J. R. Tarrat, 
Sec. & Tr. 


A. J. Orme 


eae NR En cccacaccees 


(Manager) 


A Oe ee ee 


(Manager) 


J. B. Crone 
H. H. Young 


Otto Koerth 
R. W. Criswell 


F. E. Dolhonde 
T. G. Nicholson W. R. White 


C. B. Ferdon 


G. C. Urtel 
H. Englund 


A. H. Timmerman 


35,000 C. A. Vandivort A. Q. Carter 


C. W. Boyer 


11,091N. Rieger G. T. Smothers 
40,000 H. Beaupre N. Taylor 


(Continued on next page) 









Strate & Town 


Nebraska 


Cody 


Kearney 
Omaha 
Seward 


New Jersey 
Asbury Pk. 

New York 
Clayton 


Clyde 
Mt. Morris 


New York City 


New York City 
New York City 
Brooklyn 
Ogdensburg 


Syracuse 


Westbury 
North Dakota 
Bismarck 
Casselton 


Glen Ullin 

Jamestown 
Ohio 

Cleveland 


Columbus 


Lakewood 
(Cleveland P. 0.) 
Mason 


Oklahoma 
Chickasha 


Enid 
Quinton 
Stilwell 


Oregon 
Portland 
Salem 

Pennsylvania 
Hatfield 
Lansdale 


Philadelphia 
Philadelphia 
Reading 


Scranton 
Scranton 


Slippery Rock 
Wilkes-Barre 


South Carolina 
Columbia 
Greenville 


Summerville 
Sumter 


Texas 
Bridgeport 
Dallas 


Dallas 
Hillsboro 


Plainview 
West Virginia 


Fairmont 
Pennsboro 


Wisconsin 
Madison 
Wyoming 


> 
“Vanston 


ABSORPTIONS AND CHANGES IN TITLE 


(Continued from preceding page) 


PRESENT NAME 


Ranchers St. Bk. 


Ft. Kearney St. Bank 
Omaha Nat. Bank 
Jones Nat. Bank 


Asbury Pk. Nat. Bk. & Tr. Co 


First Nat. Bank 


*Citizens Tr. Co. 


Genesee River Nat. Bk. & Tr. 


Co. 


*Banca Commerciale Italiana 


Tr. Co. 
Chelsea Bk. & Tr. Co. 
Continental Bk. & Tr. Co. 
Globe Bk. & Tr. Co. 
Ogdensburg Tr. Co. 


First Tr. & Dep. Co. 


*Bk of Westbury Trust Co. 


Dakota Nat. Bk. & Tr. Co. 
Casselton St. Bk. 


First Nat. Bank 


James River Nat. Bk. & Tr. 


Co. 
Central United Nat. Bank 
City Nat. Bk. & Tr. Co. 
Lorain St. Sav. & Tr. Co. 

(Lakewood Office) 
First-Mason Bank 
Citizens-Farmers Nat. Bk. 
First National Bank 


Farmers St. Bank 
Security St. Bank 


Columbia Nat. Bank 
First Nat. Bk. in Salem 


Hatfield Nat. Bk. & Tr. Co. 


First Nat. Bank 

Aldine Trust Co. 
United Security Tr. Co. 
Reading Trust Co. 


South Side Bk. & Trust Co. 
First Nat. Bank 


First National Bank 


Pennsylvania Bk. & Tr. Co. 


*Peoples St. Bk. of S. Car. 


Peoples State Bank of S. C. 


(Greenville Branch) 
Peoples State Bank of 8S. C. 
(Branch) 


*Peoples State Bank of 8. C. 


(Columbia) 


First National Bank 
First National Bank 


Republic Nat. Bk. & Tr. Co 


First St. Bank 
Plainview Securities Corp. 


Union Nat. Bank 


First-Citizens Nat. Bank 


State Bk. of Wis. 
First Nat. Bank 


FORMER NAME 


Nenzel St. Bank, 
Nenzel, Neb 

American St. Bank 

Peters Nat. Bank 


First Nat. Bank & Jones Nat. 


Bk. 
Asbury Pk. Tr. Co. 


Nat. Ex. Bk. and First Nat. 


Bank 
Citizens Bank 


Bingham St. Bk. and Genesee 


River Nat. Bank 
Verrilli Bros. 


Chelsea Ex. Bk. 
Continental Bank 
Globe Ex. Bk. 


How CHANGED 


Consolidation 
Reorganization 
Purchased 
Merger 
Succeeds 
Merger 


Title 
Merger 


Purchased 
Succeeds 


Succeeds 
Succeeds 


Nat. Bk. of Ogdensburg and Merger 


Ogdensburg Tr. Co. 


(Formerly OgdensburgBk ) 


City Bk. Tr. Co. & First Tr. Merger 


& Dep. Co. 
Bk. of Westbury 


First Guaranty Bank 

Amenia St. Bank, 
Amenia, N. D. 

Far. & Merch. State Bank 

James River Nat. Bank 


Conversion 


Succeeds 
Moved 


Conversion 
Title 


Central Nat. Bk. and United Merger 


Bkg. & Trust Co. 


City Nat. Bk. of Commerce Merger 


and Com. National Bank 
Community Bank 


First Nat. Bk. and Mason 
Bank 


Citizens Nat. Bank and 

Far. Nat. Bank 
American Nat. Bank 
First Nat. Bank 


Succeeds 


Merger 


Consolidation 


Purchased 
Merger 


First Nat. Bank and First St Merger 


Bk. 


Brotherhood Nat. Bank 
Salem Bk. of Commerce 


Hatfield Nat. Bk. 


Title | 
Consolidation 


Title 


First Nat. Bk. & Citiz. Nat. Merger 


Bk 


Lancaster Ave. Title & Tr. Consolidation 


Co. & Aldine Tr. Co. 


United Sec. Life Ins. & Tr.Co. Merger 


of Pa. and Republic Tr. Co. 


Reading Tr. Co. and Nat. Merger 


Union Bank 
Dollar St. Bk. and Tr. Co. 


Purchased 


First Nat. Bank and Traders Merger 


Nat. Bank 
Citizens Nat. Bank 


Absorbed 


Liberty St. Bk. & Tr. Co. and Merger 


Pa. Bk. & Trust Co. 


National St. Bank 
Woodside Nat. Bank 


Absorbed 
Succeeds 


Bank of Dorchester and Bank Succeeds 


of Summerville 
Nat. Bank of Sumter 


Bridgeport Nat. Bank 


American Ex. Bank and City 


Nat. Bank 


North Tex. Nat. Bk. and Rep. 


N. Bk. & Tr. Co. 
First St. Bank, Abbott 
Plainview Nat. Bank 


Fairmont Tr. Co., Home Sav. 


Bank and Peo. Nat. Bk. 


First Nat. Bank and Citiz. N 
Bk. 


Bank of Wisconsin 


Bank of Randolph, 
Randolph, Utah 





Purchased 
Purchased 
Merger 
Consolidation 


Taken over 
Succeeds 


Merger 


Merger 


Succeeds 


Absorbed 


CAPITAL 


$25,000 


50,000 


300,000 


100,000 


100,000 


2,500,000 
6,000,000 
1,250,000 


5,400,000 
100,000 
25,000 
100,000 
5,009,000 
1,200,000 
50,000 


240,000 
“ap.&Sur. 


‘ 35.000 cone 


200,000 
175,000 


125,000 
400,000 


1,218,181 


SURPLUS & 


Paovers PRESIDENT 


$3,500 E. C. Cole 


480,506 W. J. Couse 


7,306,133 


60,000 J. E. Davis 


mamansale M. Tsfhida 
63,092 J. E. McElroy 


2,100,000 Richard Patton 
... F. W. Staffeld, 


Vice-President 
23,571 W. E. Scott 


67,748 D. J. Allman 
56,366 D. J. Fry 


wees... C. Detweiler 


1,074,153 1. G. Lukens 
807,514 A. M. Matthews 





CHANGES DUE TO CONSOLIDATIONS 


CASHIER 


H. A. Cole 


J. Forsyth 


H. R. Porter 
H. 8S. Groh, Treas 


A. M. Mangan,See 


J. P. Wagner 


J. C. Fischer 
A. J. Rulon 


V. M. Acton 
C. W. Bettes, 


Asst. See 


D. FE. Heywood 


E. M. Allen 


Albert Carlson 


H. C. Baker 
C. W. Paulus 
P. G. Hartman 


W. F. Morlok, 
Treas. 


and Cash. 


420,000 
100,000 


800,000 
50,000 


148,440G. M. Alexander 


68,324 M. H. Broadwater 


584,537 L. T. Crowley 


83,000G. E. Pexton 


C. B. Summers 


H. C. Jamieson 


O. E. Bradbury 





MANY of our friends find articles published in The Bankers Monthly so helpful that they 
desire to pass along the ideas to employees, stockholders and directors. It is the custom 
of the publishers, therefore, to hold the type from which each issue is printed for 30 
days in order that reprints may be made for those who desire them. Simply write 
the editor telling how many reprints you want and a definite price will be quoted. 
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NEW BANKS ORGANIZED OR REOPENED 


As reported to the Rand M°Nally Bankers Directory 


Use this table to keep your Blue Book up to date 


12 State Banks; 4 National Banks; 6 Reopened Banks 


State & Town 


, California 
| Palm Springs Bank of America of Calif. 
(Branch) 
Florida 
Bartow Florida National Bank 


Melbourne State Bank 
(Reopened) 


Melbourne 


| Sebring Highlands County Bank 
Georgia 
Blue Ridge Fannin County Bank 
(Reopened) 
Illinois 
} Chicago Chicago Bank of Commer 
; Chicago Park Manor State Bank 
| Chicago Terminal National Bank 


Columbia City Citizens State Bank 

Louisiana 
Goodhope Goodhope State Bank 

Van Buren Trust Co 
(Branch of Van Buren) 


e 
Frenchville 


Michigan 
y Wyoming Park 
(Grand Rap. P. O.) Wyoming Park State Ban 
Minnesota 
‘ Benson National Bank of Benson 
Northome First State Bank 
(Reopened) 
Spicer Green Lake State Bank 
(Reopened) 
Nebraska 


Fort Kearney State Bank 
(Reorganization of the 
State Bank) 


Kearney 


, New York 
New York City Underwriters Trust Co 
Syracuse Lincoln National Bank & 
} Texas 
Anton Anton State Bank 
Littlefield First State Bank 
Wisconsin 


Commercial State Bank 
Bradley Bank 
(Reopened) 


Scandinavia 
Tomahawk 


NEW BANKS REPORTED IN 


NaME or Bank 


CAPITAL Surpivus & Prorits 


PRESIDENT CasHIER 


. P. L. Boyd 


F. W. Brecht 


. H. S. Henschen 


J. D. Adams 
Hugo Epstein 


(Manager) 
. 


T. E. Chambers 
H. B. Mauk 


F. D. Miller 


E. A. Schroeder 
Alex R. Eunson 
H. E. Robertson 
F. M. Northam 


R. M. Robinson 


(Manager) 


PROCESS OF ORGANIZATION 


As reported to the Rand M¢Nally Bankers Directory 


*Indicates Press Reports 


8 National Banks—6 State Banks 


SURPLUS & 


: State & Town NAME OF BANK CAPITAL Poor CORRESPONDENT 
| California 
La Habra *First National Bank $ 50,000 .. N. M. Launer 
} Willow Glen *Bank of Willow Glen 50,000 . ©. M. MacMahon and 
(San Jose P. O.) | V. D. Hull, applicants 
| Kansas } 
Girard |*Crawford County State Bk 
(Being reorganizea) 
Michigan 
Lansing Capital Trust Co. R. E. Olds and A. C. Stedbins 
among the stockholders. 
Minnesota 
E. Grand Forks |*Minnesota Nationa! Bank 50,000 Edgar Massee 
New Mexico 
Alamogordo |*First Nat. Rank in 25,000 W. A. Hawkins, La Luz, N. M. 
| Alamogordo 
! New York 
New York City |*Wall Street National Bank Julian T. Abeles, Atty., 
20, W. 43d St. 
Odessa |*First Nationa! Bank 25,000 , .. Ray D. Horton 
White Plains }*Plaza National Bank 100,000 25,000  E. V. Day, 41 So. Broadway 
North Carolina 
Marion Marion Industrial Bank 100,000 . J. L. Morgan and J. Yancey, 
incorporators 
Ohio 
Fostoria |*Security National Bank 125,000 Walter M. Witherspoon 
Oregon 
Astoria United National Bank 150,000 20,000 (C. O. Gingrich, President 
Harry Sprague, Cashier 
Pennsylvania 
c — Langhorne} *South Langhorne State Bk. 25,000 . John S. Lappan, President 
uba 
Havana ——— de la Republica de —‘150,000,000 . . Gregorio del Haya y Valdes and 
Suba 





DWIGHT P. REORDAN, for four-and- 
a-half years managing director of the 
Houston branch of the Federal Reserve 
Bank, was recently appointed executive 
vice president and director of the San 
Jacinto Trust Co. 


THE FIRST BANK STOCK CORP. 
Minneapolis, has organized a subsidiary 
for investment service. 









BANKERS MONTHLY JANUARY 1930 


Ignacio Play Muto, organizers 


GUARANTY TRUST CO. of New York 
announces the appointment of William 
Widmayer, formerly assistant comptroller, 
as a’ second vice president. He took up 
his duties in the banking department as of 
January 2, 1930, at which time Paul B. 
Holmes, assistant comptroller for foreign 
branches, was transferred to New York, 
where he assumed the duties formerly per- 
formed by Mr. Widmayer. 


H. T. Emmons 
C. A. Adams 


H. N. Kelsey F. 
Wm. T. McCaffrey 


L. W. Clark 
M. C. Parrish 


H. E. Brooks 
8S. B. Bugge 


C. Van Malsen 


H. W. Lundin 
E. O. Lukkasson 


E. J. Rykken 


F. C. Crone 


W. Breitbach, Treasurer 
8S. L. Baum 


Jewell Rhine 
Hugh Sullivan 


G. T. Neperud 
J. L. Extrom 


> 
$ 100,000 $ 25,000 H. S. Day 
50,000 13,749 
25,000 I. Gates 
"e .  Oeeceec ee as 
200,000 50,000 John Bain 
750,000 266,476 F. L. Webb 
50,000 10,000 
25,000 15,000 
. B. 8S. Dufour 
k 21,196 10,598 
50,000 25,000 
10,000 2,300 1. Latteral 
énausaseanbent . L. E. Covell 
50,000 . Thos. Gass 
American 
1,000,000 1,000,000 
Tr. Co 1,200,000 900,000 
20,000 5,000 
; | a ee pe ee 
- RR (ARR oo 
60,000 21,317 


Banks Reported Closed 


As Reported to the Rand McNally 
Bankers Directory 


Use this table to keep your Blue Book 
up to date 


75 state banks; 1 national bank; 
2 private banks 
“Indicates Press Report 
Alabama 
‘ Samson—Farmers & Merchants Bank 
¥ Slocomb—Bank of Slocomb 


Arkansas : 
Altus—Bank or Altus 

* Brookland—Bank of Brookland 
Clarksville—First National Bank 


Colorado 
Dailey—Dailey State Bank 
Gilerest—Farmers State Bank 


Delaware 
Newport—Newport Trust Company 
Illinois 
Abingdon—First State & Savings Bank 
Champaign—Citizens State Bank 
(Liquidating through First National 
Bank) 
Chicago—Exchange State Bank 
New Canton—*New Canton State Bank 
Oak Park—Central Oak Park State Bank 
Venice—Venice State Bank 
Indiana 
Liberty—Citizens Bank 


Rosston—Rosston Bank (Zionsville P. 
0.) 
Iowa 
Oxford—Oxford State Bank 
Michigan 


Grawn—-Bank of Grawn 


CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


PRINTING 
Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office Furniture. 7*-12 ti. 


STEEL: STRONG BETTER chee TOOLS 
BETTER COUN COIN TELLERS 


Coin Wrappers, Currency 
Straps, Tubular Wrap- 
pers, Tellers’ Moisteners, 
Coin Trays, Coin Bags, 
Lead Seals, Seal Presses, 
Manual Counters, Wrap- 
per Cabinets. 


Sold By Leading Bank Stationers 


For catalog. writ 


The C, L. Downey Co., Cincinnati, Ohio 


941-943-945-947 Clark Street 
ee ——— 


NATIONAL 
PROVINCIAL 
BANK 
LIMITED 


Total Resources: 


Over $1 450,000,000 


Head Office: 


15, BISHOPSGATE, LONDON, E.C. 2 


UNION BANK OFFICE: 
Princes Street, London, E. C. 2 


OVER 1300 OFFICES 


The Bank offers 
SPECIAL FACILITIES 
for the Conduct of the Accounts of 


OVERSEAS BANKS 


AFFILIATED BANKS: 


COUTTS & CO. 
GRINDLAY & CO., LTD. 


How Depositors Benefit 


From A Worth-While Balance In The Bank 


Reprints of this article have been 
purchased by many banks to be put 
on the counters for depositors with 
a sign “Take One” or something 
similar. Any quantity of these re- 
prints is available at 2c each. 


THE BANKERS MONTHLY 
536 Se. Clark Street Chicago, Ill. 


Minnesota 
Benson—Swift County Bank, Ine. 
Grove City—Merchants & Farmers State 
Bank 
Wanamingo—Farmers State Bank (Re- 
organizing) 
lississippi 
Scooba—Bank of Kemper 
Missourj 
Asbury—Bank: of Asbury 
Brookline—Bank of Brookline 
Savannah—Wells-Hine Trust Company 
Springfield—State Savings Trust Com- 
pany 
Wakenda— 
Nebraska 
Cairo—Cairo State Bank 
Cairo—*Farmers State Bank 
Chadron—Chadron State Bank 
Milford—Nebraska State Bank 
Omaha—Peters Trust Company 
Lincoln—First State Bank 
Loup City—Loup City State Bank 
Ong—Bank of Commerce 
Overton—Farmers State Bank 
Polk—Bank of Polk 
Sprague—*Bank of Sprague 
Stanton—Elkhorn Valley State Bank 
York—American State Bank (Reorgan- 
izing ) 
New York 
Odessa—Charles H. 
Private Bank 
North Dakota 
Jessie—State Bank of Jessie 
Raub—Pioneer State Bank 
St. John—St. John State Bank 
Ohio 
Bowling Green—Commercial 
Savings Co. 
Youngstown—The Central Bank Com- 
pany 
Oklahoma 
Avant—Avant State Bank 
Driftwood—Security State Bank 
Davenport—*Davenport State Bank 
Henryetta—Henryetta State Bank 
Kellyville—* Bank of Kellyville 
Keystone—Keystone State Bank 
Mounds—Bank of Mounds 
Oilton—*Oilton State Bank 


*Bank of Wakenda 


Couch & Son, 


Bank & 


Terlton—First State Bank 

Vian—* First State Bank 

Webbers Falls—Citizens State Bank 

WwW € ommerce 

South Carolina 

Central—Farmers Bank 

Easley—Easley Loan & Trust Co. 

Jefferson—Citizens Bank 

North—State Bank of North 

Orangeburg—Planters Bank and branch 
at Branchville, 8. C. 


South Dakota 
Colton—Colton Savings Bank 
Tennessee 
Dyersburg—Peoples Bank & Trust Co. 
Virginia 
Seaford—Wm. H. Hornsby 
Bankers 
West Virginia 
Philippi—Peoples Bank 


& Sons, 


GUARANTY TRUST CO. of New York 
announces the appointment of Elliott H. 
Lee as vice president. 
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